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AALU COUNSEL GIVE VIEWS IN BULLETIN 





Knox-Anderson Case May Cause 
Many Suits Against Life Agents 


WASHINGTON—The safest judg- 
ment that could be made concerning 
the recent U.S. court of appeals de- 
cision upholding a $25,809 award 
against an agent for misrepresentation 
in the sale of a bank-loan plan is that 
it will serve “as an excellent mid- 
wife’ for suits against agents, ac- 
cording to a bulletin issued by Leon- 
ard L. Silverstein and Gerald H. 
Sherman, counsel and executive dir- 
ectors of Assn. for Advanced Life 
Underwriting, to the AALU mem- 
bership. 

“It can be expected that the case 
will spawn many additional suits in- 
stituted by disgruntled and aggrieved 
insured,” they state in their apprai- 
sal of the consequences of the de- 
cision. “It can be expected that ‘nui- 
sance’ suits will be brought—those 
suits in which the plaintiff expects to 
settle at whatever price the defendant 
life insurance agent will pay in order 
to avoid the trouble and notoriety of 
a trial.” 

In anticipation of prospects be- 
coming more litigation minded, life 
agents should take heed of the lessons 
of the case, the bulletin warns. How- 
ever, it will not be necessary for 
agents to disclaim being experts 
in their field. They can continue to 
approach clients on the basis of their 
expert knowledge—but the agent 
must take full responsibility for his 
claim to such abilities. Full disclosure 
of all pertinent information must be 
made to prospects. 

“This, however, does not appear to 


Daniels Interview In 
French To Be Broadcast 
By Voice Of America 


Arthur C. Daniels, vice-president of 
Institute of Life Insurance, was inter- 
viewed in the French language about 
life insurance by the French service 
of the United States Information Agen- 
cy (Voice of America) at one of its 
Studios in New York. 

It was the first time any officer of 
the institute spoke for publication in 
this country in another language. 

The wide range of questions put to 
Mr. Daniels, who has been with the 
institute since its founding in 1939, 
included some on the history and pur- 
Poses of the institute. 

One week earlier, as in previous 
years, two men of the United States 
Information Agency covered the in- 
Stitute’s annual meeting at the Wal- 
dorf-Astoria Hotel in New York, tape- 
recording the various sessions, includ- 
ing the luncheon address of Holgar J. 
Johnson, who is retiring as president. 
The agency’s interest in the discus- 
sions was so great that its French 
service requested a special interview 
in French. The assignment fell to Mr. 
Daniels, who is fluent in that lan- 
guage and who has visited several 
European and Asian countries to fur- 
ther the institute’s international rela- 

ns, 





be an additional burden,” says the 
bulletin. “Any self-respecting and 
ethical insurance agent undoubtedly 
makes such disclosure now, and will 
not have to change his methods as a 
result of the decision. 

“The life agent can set forth an 
opinion as to suitability, but he must 
put all the facts before the insured, 
so that the insured will be the one 
who decides whether to buy or not 
buy insurance. Full disclosure and 
availability of information should be 
made to the insured’s accountants and 
attorneys. Perhaps it might even be 
wise for the agent to insist that the 
insured’s attorney or accountant be 
given the opportunity to review the 
insurance program. It was Ander- 
son’s contention, at trial, that he owed 
no responsibility to Knox that pro- 


(CONTINUED ON PAGE 14) 





Spencer L. Kimball 
Book Wins ARIA's 
Elizur Wright Award 


The Elizur Wright award “for out- 
standing original contribution to the 
literature of insurance,” made annually 
with a $1,000 stipend by American Risk 
& Insurance Assn. (formerly Ameri- 
can Assn. of University Teachers of 
Insurance), has been awarded to Spen- 
cer L. Kimball, University of Michi- 
gan; for his book Insurance & Public 
Policy, published by University of Wis- 
consin Press. 

ARIA’s award committee, in present- 
ing its selection to the executive com- 
mittee, characterized the book as “a 
unique approach to the study of rela- 
tionships between insurance and public 
policy. Insurance legal developments 
are viewed against a background of 
economic, political and social changes. 
Material organized first along functio- 
nal lines is then developed chronologi- 
cally—an approach that makes the 
analysis more meaningful and useful. 
Finds are supported by careful research 
and extensive documentation. Exam- 
ples clarify and enliven various as- 
pects of insurance and insurance law. 
Study will prove extremely useful as 
a reference work in any insurance 
course dealing with public policy or 
any public policy course dealing with 
insurance.” 


Plan New Ohio Life Insurer 

Educator & Executive, Columbus 
holding company, will offer 285,000 
shares of common stock under plans 
filed with the SEC. Of the shares re- 
gistered, 110,100 will be offered in ex- 
change for common stock of Educator 
& Executive Insurers and Educator & 
Executive Associated Ins. Co. Also, 
174,900 new shares will be offered 
publicly, with proceeds to finance Ex- 
ecutor & Executive Life Ins. President 
of the new firm is Herbert N. Snow- 
den, Columbus. 


$298 Million Gain 
In Nov. Ordinary 
Sales; Total Off 2% 


While ordinary sales in November 
increased $323 million to $4,938,000,- 
000, total sales for the month reached 
$6,671,000,000, showing a decline of 
2%, according to LIAMA. Ordinary 
sales for the first 11 months of the 
year amounted to $48,682,000,000, a 
gain of $781 million, and total sales 
for the period were $70,661,000,000, 
up from a year ago by $3,508,000,000. 
Ordinary figures include individual 
policies written on groups of persons— 
$465 million in the first 11 months of 
1961 and $622 million in the same 
period in 1960. 

November group sales were $1,138,- 
000,000, down $526 million, and for 
the 11 months amounted to $15,442,- 
000,000, for an increase of $2,590,000,- 
000. Group figures represent new 
groups set up and additional coverage 
under amended group contracts al- 
ready in force. 

Industrial sales in November totaled 
$595 million, up $45 million, and for 
the first 11 months were $6,537,000,- 
000, an increase of $137 million. 


Aé&S Insurer Dissolved In Minn. 
Walter Mondale, attorney general of 
Minnesota, has taken action to dissolve 
American Health Foundation, a cor- 
poration selling A&S. Mr. Mondale said 
the foundation has not kept a promise 
made éarlier, as a result of an inves- 
tigation started last July, to dissolve 
voluntarily. He is now taking advantage 
of his power to liquidate any non- 
profit corporation that has no assets. 


John S. Bickley Is 
Named President Of 
Insurance Teachers 


American Risk & Insurance 
Assn. Meets In New York, 
Committee Reports Given 


NEW YORK—John S. Bickley, pro- 
fessor of insurance of the University 
of Texas, has been elected president 
of American Risk & Insurance Assn. 
(formerly American Assn. of Universi- 
ty Teachers of Insurance). Announce- 
ment of the election, which was car- 
ried out by mail ballot, was made at 
the executive committee meeting the 
first day of the annual meeting of 
ARIA at the Biltmore Hotel here in 
New York. 


Herrick Ist V-P 


Elected 1st vice-president, an officer 
who normally succeeds to the presi- 
dency the following year, was Ken- 
neth W. Herrick, Texas Christian Uni- 
versity. Kenneth Black Jr., Georgia 
State College of Business Administra- 
tion and editor of the Journal of CLU, 
was elected 2nd vice-president and 
Joseph F. Trosper, Southern Methodist 
University, was .reelected secretary- 
treasurer. 

Named to the executive committee 
were John D. Long, Indiana Universi- 
ty, and Robert A. Rennie, vice-presi- 
dent of research for Nationwide com- 
panies. Mr. Long represents the active 
membership of the association, made 

(CONTINUED ON PAGE 6) 








Members of the recently appointed Life Insurance Advisory Council of 
Florida: From left, seated, George D. McDonald, deputy commissioner, life 
division, and vice-chairman of the council; W. J. Hamrick, senior vice-pres- 
ident of Gulf Life, council chairman, representing Life Companies of Florida, 
and Herbert Brinkley, Independent Life & Accident, Tallahassee, president 


of Florida Life Underwriters Assn. and council secretary; 


standing, Frank 


Weidnecht, counsel at Prudential’s Jacksonville regional home office, repre- 
senting Life Companies of Florida; Willis Parker, Independent Life & Acci- 
dent, Jacksonville, legislative chairman and past president of the Florida Life 
Underwriters Assn.; Crowell Sexton, Metropolitan Life, Jacksonville, president 
Florida General Agents & Managers Assn.; Philip A. Hoche, Kansas City Life, 
Orlando, NALU trustee; Roby McClellan, deputy commissioner. Also members 
of the council but absent from the picture are Commissioner Larson and Win- 
ston Wynne, Connecticut General Life, Miami, representing Florida General 


Agents & Managers Assn. 
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Robert B. Coolidge 
Retires As Aetna 
Life Senior V-P 


Robert B. Coolidge, senior vice- 
president of Aetna Life and head of in- 
dividual life insur- 
ance sales activi- 
ties since 1944, has 
retired. Mr. Cool- 
idge, an authority 
on agency manage- 
ment and a pio- 
neer of modern es- 
tate planning 
methods, has been 
in the life insur- 
ance business for 
42 years. 

In the 17 years 
he has been in 
charge of Aetna Life’s agency opera- 
tions, more than $7 billion of life insur- 
ance coverage has been sold by the 
eompany. 

Henry S. Beers, president of Aetna 
Life, in discussing Mr. Coolidge’s re- 
tirement, said, “It would be difficult to 
overstate the contributions to the com- 
pany’s affairs which have come from 
his thinking, his leadership and his in- 
spired eloquence. His qualities have 
given us a reputation in the industry 
and before the public of which we can 
be proud.” 

Mr. Coolidge had a leading role in 
developing the company’s estate con- 
trol plan and was also instrumental in 
establishing comprehensive training 
programs for producers and field man- 
agement personnel. 

A graduate of United States Military 





Robert B. Coolidge 
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Academy, Mr. Coolidge joined Aetna 
Life in 1919 as an agent at Cleveland, 
later becoming group representative 
and agency supervisor before being ap- 
pointed assistant general agent there in 
1928. He went to the home office as 
assistant superintendent of agencies in 
1933, became superintendent of agen- 
cies three years later, was appointed 
agency vice-president in 1944 and sen- 
ior vice-president in 1958. 

A widely quoted speaker on life in- 
surance topics and active in a number 
of insurance associations, Mr. Coolidge 
has been a director of LIAMA and 
of Life Underwriters Training Council 
and president of LIAMA’s Agency Of- 
ficers Round Table and of Cleveland 
Life Underwriters Assn. 


Mutual Of N.Y. Has Low 
Early Premium Permanent 
Plan To Compete With Term 


Mutual of New York has introduced 
a permanent life policy priced in its 
early years to compete with low-cost, 
term insurance. 

The new policy is based on a pre- 
mium rate schedule which holds down 
the premiums in the early years and 
gradually increases them later, when 
the policyholder’s income presumably 
will be larger. The schedule is designed 
primarily for young married men with 
large responsibilities and limited in- 
come. 

The first-year premium is about the 
same as that for a 20-year term policy 
and increases about 10% each year for 
10 years and then levels off. 

The policy, which is being offered in 
most states, is written in face amounts 
of $10,000 or more. 





OSLER TELLS TEACHERS 





Policies Obsolete In Failing To 
Offer Easily Available Features 


Has the life insurance company prod- 
uct become obsolete? President Robert 
W. Osler of Un- 
derwriters Nation- 
al Assurance of 
Indianapolis _be- 
lieves the answer 
is yes on several 
counts if it is mea- 
sured against what 
could be done to 
provide the public 
with what it would 
like to have. Fol- 
lowing is a great- 
ly abridged ver- 
sion of his talk at 
the annual meeting of American Risk 
and Insurance Assn., formerly Ameri- 
can Assn. of University Teachers of In- 
surance, in New York City. The full 
text will appear in the Journal of In- 
surance, published by the association. 


By ROBERT W. OSLER 


Since the life insurance product 
still does the job it was designed to do, 
it could be said that it isn’t obsolete 
at all. That could also be said of a 
1910 Packard, if you’d taken good care 
of it. But let’s measure the obsolete- 
ness of the product by the degree to 
which it falls short of what it could 
achieve on the basis of techniques 
and knowledge currently available 
or attainable without major new 
discoveries. 

The life insurance product has 
shown considerable improvement in 
recent years, although most of the 
improvements could have been af- 








Robert W. Osler 


fected years before, with the possible 
exception of those requiring electronic 
data processing. This makes us suspect 
that many more improvements are 
overdue and could be made just as 
well now as 10 years from now, if 
industry leaders would put their 
minds to it. 

Even though improved, today’s pol- 
icies fall far short in many respects 
of being well-adapted to what the 
buyer needs and wants, and may 
need and want in the future. They 
provide talking points for the agent, 
and they are easy to issue and ser- 
vice; but the designers of them often 
seem as unfamilar with human needs 
as today’s car designers are with hu- 
man anatomy. 


Some Exhibit Empathy 


Some features developed in recent 
years do, to be sure, reflect an attempt 
to get inside the buyer’s mind and 
see what he would really like. I tab- 
ulate among such changes (but not 
to the exclusion of all others), the 
family income policy, the family pol- 
icy, the guaranteed-insurability op- 
tion, and the fifth dividend option. 
But, I ask, why did it take companies 
so long to bring out a simple and 
desirable feature like guaranteed in- 
surability, to take one example? 

For years, the young insurance 
buyer was faced with an impossible 
dilemma: He could buy what “per- 
manent” insurance he could afford 
and hope against hope that he’d still 
be insurable when he needed and 


(CONTINUED ON PAGE 12) 


Suggests Redefining 
Group So As To Curb 
Its Current Abuses 


PHILADELPHIA—Thomas G. Bur- 
gess, Phoenix Mutual Life, president 
of Philadelphia Life Underwriters 
Assn., has suggested a way of curbing 
the criticisms that have been made of 
group insurance excesses. 

His basic idea would be redefine 
group life insurance along the follow- 
ing lines and have the new definition 
adopted by National Assn. of Insur- 
ance Commissioners as a model bill: 

“Group life insurance shall be yearly 
renewable term, issued without evi- 
dence of insurability on employes of a 
specific employer and in accordance 
with a schedule of benefits filed with 
the insurance department. Said sched- 
ule filed with each department shall 
furnish the basis upon which coverage 
is issued; that is, top limit issued based 
upon an average volume and a given 
number of lives.’ 

Making this proposal to Spencer L. 
McCarty, Provident Mutual, Albany, 
chairman of the NALU group com- 
mittee, Mr. Burgess said: “In my opin- 
ion, such legislation would correct 
many current abuses due to insurance 
companies, agents and unreasonable 
demands of the insuring public. Com- 
pany officials, group men and agents 
have had no objection to this basic 
approach.” 


Hints On How To Apply 
For NOA Given By Head 
Of NALU Quality Unit 


WASHINGTON—Some important 
hints for producers who plan to apply 
for the 1962 National Quality Award 
have been listed by Francis G. Bray, 
chairman of the quality business com- 
mittee of NALU. Mr. Bray is general 
agent of New England Life at Houston. 

Among the “do’s and don’ts” to be 
remembered when filling out NQA ap- 
plications suggested by Bray are: 

—Type or print name just the way 
it is to appear on the award and pocket 
card. 

—Use legal name—and not nick- 
names. 

—Put correct figure in upper right 
hand corner of the NQA application 
where it says “number of years quali- 
fied including 1962”. 

—Local association dues must be 
paid and received by NALU head- 
quarters no later than April 15, 1962. 
To make sure that this requirement is 
met, all NQA applicants should check 
with their local association secre- 
taries. 

—Indicate proper association af- 
filiation. Application should be sub- 
mitted only by paid-up members of a 
local life underwriters association. 

NALU co-sponsors the NQA pro- 
gram with LIAMA. 


Medical Information 


Unit Names Dr. Getman 

Dr. Edson E. Getman, 2nd vice- 
president and chief medical director 
of New York Life, has been elected 
chairman of the executive committee 
of Medical Information Bureau to suc- 
ceed J. Henry Smith, underwriting 
vice-president of Equitable Society. 

Pearce Shepherd, vice-president and 
chief actuary of Prudential, has been 
elected vice-chairman of the executive 
committee. 

New members elected to the execu- 
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tive committee are John D. Rocka- 
fellow, director of underwriting of 
Pacific Mutual Life; Dr. Paul I. Robin- 
son, chief medical director of Metro. 
politan Life, and Willis H. Satter. 
thwaite, vice-president and counsel of 
Penn Mutual Life. 


Dale Potts Made V-P 


Of American Penn Life 

Dale B. Potts has been appointed 
vice-president in charge of special 
programs and services for American 
Penn Life of Philadelphia. He has been 
general agent at Milwaukee for Gen- 
eral Life of Wisconsin and before that 
was with a number of other com- 
panies there. He was executive vice- 
president of Wisconsin Casualty Assn, 
manager for Occidental Life of Cali- 
fornia, a district agent for Old Line 
Life, and an agent with North Ameri- 
can Life & Casualty. 

Mr. Potts is a CLU and is past 
president Wisconsin Life Underwrit- 
ers Assn. He is also an honorary life 


member of University of Wisconsin ; 


Insurance Society. 


Holgar Johnson Receives 
LAA Award Of Excellence 


Holgar J. Johnson, retiring president 
of Institute of Life Insurance, has 
been presented an honorary award of 
excellence by Life Insurance Adver- 
tisers Assn. 

The citation, bound in morocco lea- 
ther, was presented to Mr. Johnson 
at the monthiy meeting of the LAA 
executive committee in New York. It 
commended Mr. Johnson for his con- 
tributions both to the life advertisers’ 


group and to the life insurance indus- | 


try. 

LAA’s award of excellence, in its 
most familiar form, is the group’s an- 
nual citation of winners among com- 
petitive exhibits of advertising, sales 
promotion, public relations and com- 
munications materials. 


Lincoln National ‘Roundup’ 
Ropes Highest Sales Ever 


Lincoln National Life production 
during the “Western Roundup” sales 
campaign in November exceeded all 
previous records. A total of $103,666,- 
996 was written. Top national indivi- 
dual winner was Howard E. English 
of the Freeman J. Wood agency, Chi- 
cago, which won national honors in 
agency competition. 





David Bowman (left), agent of Fi- 
delity Mutual at Allentown, Pa., and 
Davis W. Gregg (center), president of 
American College and winner of the 
1961 John Newton Russell award of 
NALU, were honored at the 
luncheon meeting of Philadelphia Life 
Underwriters Assn., Its president, 
Thomas G. Burgess, Phoenix Mutual, 
is at right. Luncheon speaker was Pres- 
ident H. Bruce Palmer of Mutual 
Benefit Life. ‘ 














Decemk 





0, 1961 


Rocka. 
ting of 
Robin- 
Metro- 
Satter. 
Insel of 


4 
Life 
pointed 
special 
merican 
as been 
rr Gen- 
ore that 
r com- 
e vice- 
y Assn., 
of Cali- 
Id Line 
Ameri- 


is past 
lerwrit- 
ary life 
isconsin 





es 
nce 
resident 
ce, has 


ward of 
Adver- 


Tork. It 
is con- 
ertisers’ 

indus- 


in its 
ip’s an- 
g com- 
Z, sales 
d com- 


er 

duction 
” sales 
Jed all 
03,666,- 
indivi- 
English 
y, Chi- 
iors in 








XUM 


December 30, 1961 





Raymonp C. BUCKNER 


Raymond C, Buckner 

first tasted the successes 

of life insurance selling 
while associated on a part- 
time basis with a large 
international airline. In 
August 1958 he signed his 
full-time Franklin contract. 


Here is a record of his 
earnings, as reported to 
the Internal Revenue 
Service. 


|. ee $ 9,319.85 
1. eee one r 14,855.52 
i cea aac 17,697.10 





Oue Day 9 Saw 
the Fraukbin Specials! 


Miami, Florida 
October 20, 1961 
Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 
Dear O’B: 

As I look back over the years, the turning point in my life 
was the day I signed a Franklin Life contract. Up to that 
time my employment had been with two transportation 
firms—a railroad and an airline—as a salaried employee in 
their sales departments. But, the finer things in life are hard 
to obtain when your income is limited . .. on a straight 
salary. 

Being fired with ambition, I wanted to be paid commensu- 
rate with my ability to produce. Knowing that sales was 
my forte, I started selling A & H for a large company on a 
part-time basis while still working for the airline ... did 
pretty well, too, four and five applications a week. Then 
one day I had an opportunity to see a presentation of two 
of Franklin’s ‘‘Specials’’... the PPIP and the Junior In- 
sured Savings Plan. That did it! I was really fired up! From 
then on my income started going up. Three years ago, on 
August 1, I was irresistibly compelled to go into the busi- 
ness full time. My income doubled the first year and it has 
increased steadily each year, thanks to the very fine “Spe- 
cials” we in the Franklin offer to the public. 

It gives me a real sense of pride and satisfaction to know 
that I am helping people on the road to financial independ- 
ence and at the same time providing their families the pro- 
tection they must have. The combination of our President’s 
Protective Investment Plan with a Home Protector Rider is 
terrific, because it provides everything that a man wants for 
himself and family. 

My only regret, O’B, is that I should have started with 
the Franklin 10 years sooner! 

Cordially, 
Raymond C. Buckner 


An agent cannot long travel at a faster gait than the company he represents 








Lhe Friendly 
TFIR.AN TKILIDY COMPANY 


SPRINGFIELD, ILLINOIS ¢ DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the world 
devoted exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 





400-PAGE SALES CONTRACT 





Empire State Bldg. 
Is Bought By Pru In 
Complex Transaction 


NEWARK~—Sale of the Empire State 
Building, New York City, to Pruden- 
. tial took place 
Wednesday at the 
home office here 
in what the com- 
pany called “‘prob- 
ably the largest 
and most complex 
real estate trans- 
action in history.” 
Plans for the pur- 






chase were an- 

nounced several 
Lovis R. Menagh months ago. 
About 100 lawyers, accountants, 


bankers and others participated. Hun- 
dreds of documents were involved. The 
sales contract alone numbered nearly 
400 pages. 

Leading participants included Presi- 
dent Louis R. Menagh of Prudential; 
Henry Crown, chairman and holder of 
the controlling interest in Empire State 
Building Corp., which owned the build- 
ing, and Lawrence A. Wien, a general 
partner in Empire State Building As- 
sociates, a partnership which bought 
the leasehold for $36 million. 

Prudential already owned the land 
under the building, having acquired it 
in 1951 for $17 million. In Wednesday’s 
transaction Prudential acquired the 
building itself, but exclusive of the 
leasehold, for $29 million. The lease- 
hold, including options to renew, runs 
for 114 years. 


Avoids Conflict With Law 


By buying the building ex-leasehold, 
Prudential avoids conflict with the 
New York insurance law. If Prudential 
had bought the complete deal, including 
leasehold, it would have had so much 
invested in a single property—$17 mil- 
lion for the land, $29 million for the 
building and $36 million for the lease- 
hold—that it would have exceeded the 
one-quarter of 1% of assets that a life 
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company may invest in a single pro- 
perty. 

Prudential will get a 7% return, 
before depreciation, on its $46 million 
investment in the land and building. 
The Wien group, which owns the lease- 
hold, will pay Prudential $3,220,000 a 
year for the first 30 years. Then it will 
have the option of renewing for 21 
years at $1,840,000 million a year. After 
that it can renew for three more 21- 
year periods at $1,610,000 a year. 

While the rent will be going down, 
Prudential will be getting an in- 
creased rate of return on the reduced 
value resulting from depreciation. 


Will Sublease Building 


The Wien organization will sublease 
the entire building to Empire State 
Building Co., which will operate the 
building, collect the rents and pay the 
taxes. This company’s principal owners 
are Mr. Wien, Henry B. Helmsley, head 
of Helmsley-Spear, New York City, one 
of the largest real estate management 
firms; Cargo Dispatch Inc., a_ subsi- 
diary of American Hawaiian Steam- 
ship Co.; and Martin Weiner Realty 
Corp. of New York City. 

The Empire State Building is one of 
the world’s best known buildings as 
well as indisputably its tallest. Its 
huge size caused trouble getting it 
rented during the depression years 
when it opened for business, giving 
rise to such wry appellations as “The 
Empty State Building” and “the 
haunted house at Fifth Avenue and 
34th Street.” However, since then it 
has had an enviable record for occu- 
pancy and is much in demand among 
midtown tenants. 


The merger of Estate Life of Orange- 
burg, S. C., into Union Bankers Life of 
Dallas has been completed. Granville 
& DeRoode, former president of Estate 
Life, now is Virginia regional man- 
ager for Union Bankers, with head- 
quarters in Roanoke. M. K. Jeffords III, 
formerly Estate’s group sales super- 
visor, is district manager for South 
Carolina, with headquarters in Orange- 
burg. Walter DuMar, Estate’s former 
office manager, has moved to Dallas 
to become assistant to the vice-pre- 
sident and agency director of Union 
Bankers. 





LIFE INSURANCE TRENDS IN 1961 





1951 BeBe) $253.1 


LIFE INSURANCE OWNED IN U.S. AT YEAR-END 


1960 HEBER BEBE EREBEREREEE) $520. 
1961 GBEGBEEESERE EEE REEEGRRSEBI $+35.0 


(in billions) 





PURCHASES OF NEW LIFE INSURANCE IN U.S. 
1951 GBOOGOGGOEG $27.5 





(in billions) 





196'i'"nornern"='"aaee="a-ceaeaz 


LIFE INSURANCE BENEFITS PAID TO AMERICAN FAMILIES 
ZZ, $4.0 

9’ xxxxzxz”z”ziiiitttttttttttttttlttt 
1961 $8.7 


(in billions) 
Witt $8.1 








FUNDS HELD TO SECURE POLICIES (Assets of U.S. Life Companies) 
1951 GFHGGCCHSSEE $68.3 
1960 HHGGCGGCOSGOCECGHEG $119.6 
1961 GHEGCHBHGOBOSOHES UG $126.3 


(in billions) 





INSTITUTE OF LIFE INSURANCE 





STUDY FINANCED BY LIA GRANT INDICATES: 
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prices. 
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Savings Shortage May Have Curbed 
Economic Growth In United States 


NEW YORK—Despite the increased 
efficiency achieved in the employ- 
ment of capital, economic growth in 
the United States may have been 
checked by the limited availability of 
savings. This is one of the conclusions 
suggested by the record of the last 
85 years as seen by Simon Kuznets, 
member of the research staff. of the 
National Bureau of Economic Research 
and professor of economics at Harvard 
University, in a forthcoming study for 
the National Bureau made with the 
aid of a grant from Life Insurance 
Assn. of America. 

The outlook is for continued pres- 
sure on the supply of savings avail- 
able for investment, Mr. Kuznets be- 
lieves. In the past this has been an 
element favoring the development of 
inflationary pressures and, unless poli- 
cies to mitigate it are adopted, it 
will likely be such an element in the 
decades ahead, he warns. 

Mr. Kuznets’ study, “Capital in the 
American Economy: Its Formation and 
Financing,” is the seventh and final 
volume in a series of publications that 
report the findings of an investiga- 
tion he has directed since 1950 with the 
aid of leading economists associated 
with the National Bureau. The volume 
will be published for the National 
Bureau by Princeton University Press. 
The entire investigation was under- 
taken with the aid of a grant of funds 
to the National Bureau of Economic 
Research by the Life Insurance Assn. 
of America through its investment re- 
search program. 

To the investigation Mr. Kuznets 
brought insights and techniques de- 
veloped during several decades of ear- 
lier study of national product and in- 
come. This earlier work, a major 
achievement of the National Bureau, 
provided much of the theoretical basis 
and estimating techniques for the cur- 
rent income and product accounting 
carried on periodically by the United 
States and most other governments of 
the world. 


Contributes New Factual Dimension 


Mr. Kuznets’ report contributes a 
new factual dimension to the study of 
the problems of the country’s econom- 
ic growth. He has isolated the long- 
term trends and swings in the factors 
bearing upon the role of capital in the 
economy. 

When his study began, many econo- 
mists were concerned about whether 
the United States economy faced a 
period of economic stagnation—wheth- 
er investment opportunities were dry- 
ing up. His results, however, suggest 
that the growth problem is a differ- 
ent one. They indicate that outlets for 
capital use have multiplied faster than 
the rate at which current product is 
saved and channeled into replacements 
and additions to the nation’s capital 
stock. 

“The demand for capital over the 
coming two and a half to three de- 
cades is likely to be large,” he reports. 
“The drains upon the national prod- 
uct for current consumption by gov- 
ernments will continue to be propor- 
tionately sizable and may well rise. 

“High levels of consumption and the 
high secular propensity to consume by 
individuals and households are likely 
to continue. 

“Under the circumstances, the sup- 
ply of voluntary savings may not be 
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adequate. Inflationary pressures May 
well continue, with the result tha} 
part of the savings needed for capita 
formation and government consump. 
tion will be extracted through this 
particular mechanism.” 

The reasons for the likelihood of 
large demand for capital in the de. 
cades ahead include a large growth of 
population in certain strategic age 
groups, an accelerated rate of poten. 
tial technological change as exemplj- 
fied by the prospective rise of a new 
power technology, and continued pres. 
sure upon the economy resulting from 
international tensions. 


Limits On Savings Noted 


In the early decades of the 85-year 
period the proportion of current prod- 
uct used for capital accumulation was 
greater than in more recent decades, 
Net capital formation in _ current . 
prices declined from 13% of net oy | Specie 
tional product in 1869-88 to below ic 
10% in recent decades. | a 
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Thus the share of net savings in 
national product has, on the whole, de- 
clined, he finds. This movement is not 
incompatible with the fact that in the 
past individuals and households have 
saved a roughly constant proportion 
of income after taxes, because that 
income has declined relative to na- 
tional product. 

In the future, at best, the als ad | 





tion of the savings of individuals and | York, is c! 
households to income after taxes will | cil, whict 
remain at the moderate levels that | sentative 
have prevailed in recent years, Mr. | agency hi 
Kuznets believes. This may mean a/| agents w 
declining ratio of personal savings to | sociation. 
national product, he said. This ratio  ternate is 
averaged 5.3% for 1939-41 and 48% | fellow ag 
in 1948-57. | advisory 

Mr. Kuznets adduces several rea-.| i; the pri 
sons. This country’s economy is geared | the board 
to rising consumption, he noted. Our 


institutions and patterns of social be- ~~ ies 
havior encourage higher per capita! This ye 
devoted t 


consumption. 
Technological change at high levels | Success: ‘ 
will have an impact on consumer , Cialist?” 
wants, just as it will on the demand} The pr 
for capital goods. Full-employment ’ Clarence 
policy, high tax rates on large in- | manpowe! 
comes, and rising prices have made| ment, of 
for a less unequal distribution of in- | consist of 
come after taxes. This contributes to] _—Speak 
a lower rate of personal savings, and practition 
offsets the effects of increasing in- | should ge 
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Net savings other than personal— {| Liss, New 
undistributed profits of corporations, Mr. Me 
and government surplus or deficit—|15 minut 
amounted to about 3.5% of national 'on his as. 
product in 1948-57, about the same as | clusion of 
in 1929. a question 

The report reviews in detail the 
impressive construction of capital by| New M 
the American economy. Over 85 years, MINNE 
Mr. Kuznets finds, the amount of cur- Life has | 
rent product diverted each year 10 operate i 
use as capital—that is, as goods t0 neny, wh 
produce other goods or income—rose to National 
nine times its level in the initial pe- cima a 
riod. Gross capital formation, he says, Corp., a 
was $3.5 billion in 1869-88 and $30. " 
billion in 1946-55 in constant (1929) 
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prices. 

In 1960 prices gross capital forma- 
tion was $6.9 billion in 1869-88 and 
$59 billion in 1946-55. When current 
consumption of capital is taken into 
account, the annual diversion of cur- 
rent product into capital rose to five 
5 times its level in the initial period, 

from $4 billion a year in 1869-88 to 
$21 billion in 1946-55. 

The stock of net capital rose enorm- 
ously. In terms of 1960 prices it grew 
from $54 billion in 1869 to $831 billion 
in 1955—between 15 and 16 times its 
1869 level. Related to the rising labor 
force, the rise was from $4,186 per 
worker in 1869 to $12,676 in 1955. Thus 
capital available per worker tripled 
over the period. 

The investigation of capital forma- 
tion and its financing is one of a series 
of basic economic research projects 
aided by grants to the National Bu- 
reau of Economic Research from the 
Life Insurance Assn. of America dur- 
ing the past 15 years. Those studies 
recognize the need for research on 
capital markets in the national econo- 
my in order to achieve a better under- 
standing of their role in promoting 
economic growth. 
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Specialists v: vs GP To Be 
Topic Of N.Y.C. Agents 
| Town Hall Meet Panel 


The field agents’ advisory council 
of New York City Life Underwriters’ 
Assn. will again sponsor the associa- 
tion’s annual Town Hall forum, Jan. 
11, in the grand ballroom of the Hotel 
Astor. The meeting will be under the 
chairmanship of Jerome Herman, Mas- 
sachusetts Mutual. 

Shelley S. Goren, Mutual of New 
York, is chairman of the advisory coun- 
cil, which is composed of one repre- 
Is that | sentative and one alternate from each 
rs, Mr. | agency having at least three soliciting 
mean a/| agents who are members of the as- 
rings to | sociation. Each representative and al- 
is ratio ternate is elected for one year by their 
d 48% | fellow agents. The FAAC acts in an 
| advisory capacity to the directors and 
i; the principal liaison group between 
the board and each agency. 


Two Roads To Success 


This year, it will present a program 
devoted to the subject, “Two Roads To 
Success: General Practitioner Or Spe- 
cialist?” 

The program will be moderated by 
Clarence B. Metzger, vice-president, 
manpower division, agency depart- 
ment, of Equitable Society, and will 
consist of two panels: 

—Speaking on behalf of the general 
practitioner, contending that the agent 
should generalize and not concentrate 
on specific markets, will be Horace R. 
Smith, assistant agency vice-president 
of Connecticut Mutual Life, and Robert 
al ten- |W. Ebling Jr., Penn Mutual Life. 
itinued | —Speaking on behalf of the special- 
far as'ist, with the point of view that the 
‘limate | ent should concentrate on a specific 
than a | market, will be Harry C. Copeland, 

Jr., Massachusetts Mutual, and Stanley 
onal— | Liss, New York Life. 
rations, Mr. Metzger will allow each speaker 
ficit— | 15 minutes to give candid comments 
ational 'on his assigned topic and at the con- 
me as — of the program there will be 
a question and answer session. 
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il the 

poe. New Minn. Insurer 

? cur- | MINNEAPOLIS—United Capital 
a |Life has been granted a license to 


' ds to | Operate in Minnesota. The new com- 

i |Rany, which has offices in the First 
; National Bank Building, is a wholly- 
owned subsidiary of United Investors 


. $2 
Corp., a holding company incorporated 


4 $30. 
1929) 
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in January, 1961, as a vehicle for the 
formation of the insurance company. 
George Pratt is president; Richard M. 
White vice-president and secretary and 
Robert L. Krause treasurer. United 
Capital Life will begin business with 
$1,429,000 of ordinary life insurance 
applied for by 206 applicants. 

G.J. Nooney & Co., St. Louis real 
estate and mortgage banking company, 
has been appointed mortgage loan cor- 
respondent of Home Life of New York, 
a function which it also performs for 
Connecticut General Life. 


an 





KANSAS CITY LIFE 


Equitable Of Iowa Has 


Highest Nov. Sales Ever 


New paid life in the Equitable Life 
of Iowa during November amounted to 
$13,776,102, an increase of 6.7% over 
the corresponding month in 1960, and 
the largest November in the company’s 
94-year history. This brought the total 
for the first 11 months to $159,119,934, 
a gain of 5.5% over the same period in 
1960. 

Life in force at the end of November 
increased to a new high of $1,821,535,- 
036. 


THE 
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Lincoln National Reduces 


Substandard Risk Premiums 


Lincoln National Life has reduced 
premiums on most substandard clas- 
sifications. Appreciable reductions ap- 
ply to older age groups and higher 
substandard risks. Although there are 
slight increases in premiums for lower 
middle age ratings, the total rate 
change provides a substantial reduc- 
tion over-all. Revised rates apply to all 
polices which are issued and mailed 
from the home office on or after 
Dec. 11. 


independent 
spirit 


KANSAS CITY LIF E 
KEYMAN 


With Kansas City Life, our Keyman agent 
carries his own business in his portfolio. 
Though his business is his own, he has no 
capital invested in it, no property taxes to 
‘pay—no partners or stockbrokers to consult , 


or share in earnings. 


As an independent man, he is in business for 
himself, backed by an efficient Kansas City. 
A tite Home Office staff which provides him 
with sales tools, training aids, fast claim serv- 
ice, and many other forms of assistaricé—plas” 
a good income during his working years and 
with persistency renewal commissions, an 


income for his retirement. 





INSURANCE 
COMPANY — 


Home Office / Broadway at Armour / Kansas City, Missouri Represented in 41 States and the District of Columbia 








John S. Bickley 
Named President Of 
Insurance Teachers 


(CONTINUED FROM PAGE 1) 


up of those in the field of teaching 
college credit courses, while Mr. Rennie 
represents the associate membership, 
consisting of those in allied educa- 
tional and research lines but not ac- 
tively teaching college credit courses. 

Mr. Bickley, who has been a member 
of the ARIA executive committee 
since 1956, is author of several mono- 
graphs and articles, has edited the 
association’s Journal of Insurance and 
is founder and chairman of Insurance 
Hall of Fame. 

During the first day of the meeting, 
committee reports were presented and 
discussed. Some highlights among the 
reports included: 

—The committee on institutional 
memberships, with E. J. Faulkner, 
president of Woodmen Accident & Life, 
as chairman. The committee reported 
that during the past year the total of 
institutional memberships was 180. The 
unit recommended that membership 
efforts be intensified among property 
insurers, whose memberships are few- 
er than among life and health insur- 
ance companies. 


Membership Committee 


—Membership committee, Mr. Black, 
chairman, reported that its efforts in 
1961 were devoted to associate mem- 
berships in a special drive, in which 
committee members made_ personal 
contacts. In addition, a total of 7,395 
mailing pieces were sent out to various 
lists. Added during the year were 210 
associate members, 169 of whom were 
directly traceable to the drive. 

—Committee on National Assn. of 
Independent Insurers awards for Jour- 
nal of Insurance articles, C. Arthur 
Williams Jr., University of Minnesota, 
chairman, reported that its selections 
would be announced in January. 

—Insurance statistics committee, 
Theodore Bakerman, Duquesne Uni- 
versity, chairman, reported that whe- 
ther or not the 1963 census of business 
will be expanded to include insuance 
agents and brokers depends largely on 
the support of the industry. The last 
time this group was included was 25 
years ago. 


Life Insurance Casebook 

—Committee on a “Casebook in Life 
Insurance,” under Dan M. McGill, 
Wharton School of University of Penn- 
sylvania, chairman, operating under 
a $5,000 grant from Million Dollar 
Round Table for financing such a book, 
announced the selection, previously 
made by MDRT, of Professors Black, 
Jack C. Keir, American College, and 
Sterling Surrey, Northwest Missouri 
State College, to prepare the book and 
the tentative preparation to date of 
cases in the areas of product develop- 
ment (family insurance plan), under- 
writing practices (blood pressure stud- 
ies), settlement options, disability in- 
come, investments, reinsurance, debit 
insurance, surrender values, agency 
systems regulation, and financial re- 
ports. A target date of January, 1963, 
has been set for completion of all cases. 

—Committee on insurance manage- 
ment courses, under Mr. Long, reported 
that it had held activity in abeyance 
pending the report of the special com- 
mittee on curricular concepts and that 
it recommends awaiting aggressive ac- 
tivity until such time as the report of 
the curriculum committee has received 
full distribution. The report has been 


HkeNATIONAL UNDERWRITER 


AALU Analyzes Tax Disallowance 
Of Sam Houston Deferred Annuity 


distributed to American Society of In- 
surance Management and the insur- 
ance division of American Manage- 
ment Assn., with an invitation to com- 
ment. 

—Public relations committee, Robert 
W. Osler, president of Underwriters 
National Assurance of Indianapolis, 
chairman, reported that during 1962 
some steps should be taken to broaden 
the committee’s activities. 


MDRT Appoints 8 
More Committees 


Eight more committees of Million 
Dollar Round Table have been ap- 
pointed by Chairman Lester A. Rosen, 
Union Central, Memphis. 

The committees and their chairmen 
are: 

Bylaws, Walter N. Hiller, Penn Mu- 
tual, Chicago. 

Public Relations, Alfred S. Howes, 
Connecticut Mutual Life, New York 
City. : 

Insignia, Roy D. Simon, Penn Mu- 
tual, Chicago. 

Membership, Alfred J. Lewallen, 
Mutual Benefit Life, Miami. 

Finance, James B. Irvine Jr., Na- 
tional Life of Vermont, Chattanooga. 

Qualification Procedures, Stanley S. 
Watts, Equitable Society, Norfolk, Va. 

Resolutions, Paul H. Dunnavan, Can- 
ada Life, Minneapolis. 

Past chairmen, G. Nolan Bearden, 
New England Life, Beverly Hills, Cal. 


Nationwide Revises Credit 
Insurance Program For 


Financial Institutions 


Nationwide Mutual group has in- 
troduced a revised consumer finance 
insurance program for financial in- 
stitutions. Coverages under creditor’s 
group life have been broadened. A 
creditor’s group disability coverage, ap- 
plicable to both banks and credit un- 
ions, provides that payments due the 
institution during temporary disable- 
ment of the borrower will be paid by 
Nationwide Mutual. 

The plan also includes a total and 
permanent disability option, available 
to credit unions only, through which 
the company will pay the credit union 
the amount of the member’s insurance, 
to be applied toward the discharge of 
his indebtedness, when he becomes 
totally and permanently disabled. Two 
other benefits for credit unions and 
their members are offered. Under a 
group savings life insurance provision, 
savings in a credit union can earn up 
to $1 in insurance for each $1 saved. 
An additional accidental death feature 
furnishes up to $2 for each $1 in sav- 
ings. 

A provision pooling premiums and 
claims to achieve a more stable spread 
of risk enables smaller credit unions 
to offer members higher individual 
amounts of insurance, longer loan re- 
payment periods, and lower insurance 
rates. 

For banks and savings and loan as- 
sociations, a group mortage life cover- 
age is being offered on residential 
mortgages. If the mortgagor dies, the 
amount of insurance in effect is ap- 
plied to the unpaid principal.‘ 


General American Life reports Nov- 
ember sales of individual life insur- 
ance were up 24.3% from the same 
month a year ago. Paid life volume 
for the first 11 months of the year 
was u pl5.8% over the same period 
last year. 


Assn. for Advanced Life Under- 
writing has issued a bulletin on the 
recent disallowance by the tax court 
of the interest deduction on a financed 
annuity. The bulletin also covers an- 
other case, involving financed life in- 
surance and annuities, that of Warren 
A. Brown. Following is the bulletin: 


The tax court has recently disal- 
lowed a deduction for interest paid on 
monies borrowed to purchase a Sam 
Houston annuity contract. The tax- 
payer, in William R. Lovett, 37 TC— 
No. 33 (1961), purchased two 20-year 
annuities and one 30-year annuity in 
1954. Each contract carried annual 
premiums of $1 million. Each year 
the taxpayer borrowed the full amount 
of the premiums plus the increase in 
cash value and paid interest to the 
Sam Houston Co. on the amounts bor- 
rowed. The annuity increased at a rate 
of 234% per annum. The interest rate 
on the borrowings from the company 
was not in excess of 334% per annum. 
Although the tax court examined the 
factual situation through 1960 and 
1961, the years in question were 1954 
and 1955. 

Through the end of 1960, the tax- 
payer’s net cash outlay was $859,950.75. 
For the same period, the amount of 
interest which he claimed as a deduc- 
tion was $2,659,950.75. One week prior 
to trial in 1961 the taxpayer repaid to 
the company a substantial portion of 
the premiums that were previously 
borrowed. © 

The tax court, relying on Knetsch 
vs US., 364 U.S. 361 (1960), found 
that the entire transaction was a sham 
and that in fact there was no debt; 
there was merely the operation of a 
device whereby the taxpayer attempt- 
ed to reduce his liability. 


AALU Gives Observations 


Our comments: 

1. Section 264 of the 1954 internal 
revenue code disallows deductions for 
interest incurred on single premium 
annuities that are purchased in years 
governed by the 1954 internal revenue 
code. Since in the Lovett case, which 
was governed by the 1954 code, the 
annuity called for periodic annual pay- 
ments over the life of the contract, the 
tax court could not utilize section 264. 
Furthermore, Lovett can be distin- 
guished from Knetsch on the grounds 
that in the earlier case a single premi- 
um Sam Houston annuity was in ques- 
tion. However, the tax court stated 
that this factual distinction was wholly 
immaterial, and that Lovett was just 
as much a sham transaction as was 
Knetsch, irrespective of the period over 
which the premiums were to be paid. 

2. As an indication of the sham 
nature of the transaction, the court 
pointed to the fact that the taxpayer 
was 64. years old when he undertook 
the purchase of the 20 and 30 year 
deferred annuity policies. Benefits 
would not have been paid to him until 
his 84th and 94th years. 


Cash Values Shrank 


3. The tax court projected the an- 
ticipated cash values at the maturity 
of the annuity policies, if the borrow- 
ings of cash values continued to that 
date at their current pace. The court 
found that the cash values would 
have then been less than three one- 
hundredths of 1% of the scheduled 
cash values computed as if no borrow- 
ing had been undertaken. The monthly 
payments that would have been re- 
quired to obtain the annuity protec- 
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tion after borrowing were extremely 
small when compared with the 
monthly payments seemingly required 
under the policies. If the policies were 
converted to refund annuities prior to 
maturity, the payments would have 
been reduced even further. Using lan- 
guage of the Knetsch case, the tax 
court characterized the portion of the 
annual premium that was referrable 
to the actual annuity coverage as a 
“relative pittance.” 


Another Confirmation 


4. The court stated, “petitioner re- 
ceived no aspect of life insurance by 
the policies.” This is another con- 
firmation of the position that AALU 
has been maintaining for a number of 
years. The life insurance factor in 
financed insurance removes such in- 
surance from the sham concepts that 
are illustrated by the Knetsch, Lovett 
and other cases. There is nothing sham 
about a net insurance result, irrespec- 
tive of borrowing facets. See our dis- 
cussion of the Brown case, Bulletin 
No. 61-26. 

5. Note that in Lovett there was 
borrowing directly from the annuity 
company. In situations where borrow- 
ing is undertaken from a third party 
source, the basis for the interest de- 
duction is measurably strengthened. 
It is much easier to prove in the fed- 
eral courts that a valid debt existed. 
See our Bulletin No. 61-28, which em- 
phasized this factor in the discussion 
of the Hood case, where the tax court 
permitted the interest deduction on 
financed Treasury notes. 

The case of Warren A. Brown, which 
has been pending in the tax court and 
which concerns financing of annuity 
and life insurance policies, seems to 
be reaching a successful conclusion 
for the taxpayer. As we have previous- 
ly stated, that case involved recourse 
borrowing from a bank. Your counsel 
have recently learned that the govern- 


ment is ready to capitulate. It is anti-" 


cipated that within the next two to 
three months the case will be dismissed 
by the tax court pursuant to consent 
of both parties. Three facets of the 
Brown case are particularly pertinent 
in substantiating the bona fides of the 
transaction there involved. 

1. The borrowing was recourse, in 
which the creditor had a direct claim 
against the individual. 

2. The borrowing was made from a 
third party and not from the insur- 
ance company. 

3. At least a portion of the borrow- 
ing was made to finance a life insur- 
ance policy rather than an annuity 
policy. 

These three facets should be the 
guidelines by which you can support 
your financed insurance policies against 
attack by the Revenue Service. It is 
not always necessary that all three be 
present. In any event, an emphasis of 
these facets would be helpful in any 
discussion with an examining revenue 
agent. 


Inter-Ocean Founds 25-Year Club 

Inter-Ocean of Cincinnati recently 
honored 12 executive office members 
at a dinner held to mark the estab- 
lishment of a 25-year club. Each 
charter member was presented with a 
Seth Thomas mantel clock as a token 
of appreciation. 


American General Life has been 
licensed in South Carolina. 
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’ ON COUNSEL'S PANEL: 

| Peterson Calls For 
Action Now Against 
| Twisters, Strippers 


If the life insurance business, work- 


ing with the various state insurance de- 
partments, doesn’t 
take quick, con- 
sistent, dedicated 
action toward the 
elimination of re- 
placements and 
stripping of policy 
cash values, it is 
ultimately going 
to find that the 
strippers and re- 
placers have 
robbed a great 
segment of policy- 
holders right out 
of their cash values and permanent 
life insurance to the irreparable dam- 
age of the life insurance buying public. 
This was the warning voiced by 
Clarence L. Peterson, executive vice- 
president of Union Central Life, at 
the winter meeting of Assn. of Life 
Insurance Counsel at New York. Mr. 
Peterson spoke on the panel “The 
Replacement of Life Insurance.” 


Four Things Needed 








Clarence L. Peterson 


} 
} 
) 
| 
| 
| 
| After a discussion of several dif- 
ferent anti-replacement regulations 
| on the books of 13 various states, Mr. 
Peterson said experience has demon- 
strated that four things are needed 
| tc eradicate twisting and_ stripping 
that is harmful to the life insurance 
| buying public. They are: 
—Strengthening and uniformity of 
laws of the various states to provide 
| for adequate written, signed and dated 
proposals to be given to the prospect 
| and to the companies involved in any 
lapse, change, forfeiture or surrender 
of any life insurance or the use of any 
value or option thereof in connection 
with the sale or purchase of new life 
| insurance. 
—Extension of the anti-twisting 
| laws to security salesmen and other 
persons who may be a party to any 
transaction involving the lapse, change, 
| forfeiture or surrender of life insur- 
anec or the use of any value or option 
| thereof and the sale or purchase of 
new insurance or securities, or both, 
| with the released value or difference 
in premiums between the new insur- 
' ance and the existing insurance. 
—Constant and strict enforcement 
/ of these laws and the regulations 
issued to implement them. 


Policyholder Education 


—Education of the public, parti- 
cularly the insured public, as to the 
merits of buying and keeping un- 
encumbered cash value permanent 
life insurance and as to the disad- 
vantages and permanent losses that 
may arise from buying new life in- 
surance or securities, or both, to 
replace existing life insurance. Per- 
haps, in addition, some way should be 
found to establish a prima facie case 
of unlawful twisting against chronic 
replacers and strippers. 

Mr. Peterson said, “I firmly believe 
that if and as the anti-twisting laws 
are amended or, where possible, re- 
gulations are issued to require proper 
written proposals and to extend these 
laws and regulations to securities 
| Salesmen and perhaps to other per- 
Sons as well, the replacers and strip- 
pers will find that the commissions 
they receive on the few replace- 
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ments that stay sold are not worth 
the time and effort they will have to 
expend in making the proposals to 
comply with the laws and regulations, 
in making the sale and then in de- 
fending it when the replaced com- 
pany and agent appear on the scene 
upon receipt of a copy of the proposal.” 


LIAMA A&S Meet Theme 
Will Be ‘Merchandise, 


Markets, Management’ 

The theme of LIAMA’s annual 
meeting in Chicago, April 16-18, will 
be “Merchandise, Markets and Man- 
agement.” 

“A new format for this meeting has 
been devised,” declared Burkett W. 
Huey, managing director of LIAMA. 
“As a result of a survey of member 
companies writing health insurance 


we have made provision for more 
topics, more participation and more 





Three men working on the program 
for LIAMA’s health insurance spring 
meeting go over plans for the event. 
From left, they are Rex H. Anderson, 
vice-president for marketing of Life 
of North America; Paul Light, regional 
agency vice-president of Pan-Ameri- 
can Life, and Lyle B. Pelton, senior 
consultant for LIAMA. Mr. Anderson 
is chairman of LIAMA’s health insur- 
ance committee, Mr. Light is chairman 
of the program committee planning the 
meeting in Chicago, April 16-18, and 
Mr. Pelton is the LIAMA staff re- 
presentative working on the committee. 


mutual exchange of ideas during this 
year’s meeting. For the first time there 
will be six seminars conducting dur- 
ing this three-day meeting, allowing 
maximum participation.” 

The program committee has Paul 
Light, regional agency vice-president 
of Pan-American Life, as chairman. 
The committee, which recently met in 
Hartford, includes Rex H. Anderson, 
vice-president for marketing of Life 
of North America and chairman of 
LIAMA’s health insurance committee; 
William D. Bacon, superintendent of 
agencies of John Hancock; A. E. Elan- 
der, vice-president of Equitable Soci- 
ety; Robert G. Hill, vice-president of 
Security Mutual Life of New York, and 
Charles E. Sherer, vice-president and 
director of agencies of Midland Mutual 
Life. 

LIAMA staff representatives work- 
ing with the committee are Lyle B. 
Pelton and Don A. Gorsline, senior 
consultants. 


Dominion Life Liberalizes 


War, Aviation Risk Rates 


Dominion Life has changed its un- 
derwriting regulations on war and 
aviation risks, effective in both the 
United States and Canada. 

Under the new, more liberal re- 
gulations, paratroopers will now be 
considered on the standard basis if 
fully qualified and not engaged in in- 
struction and no other hazard is pre- 
sent; and aviation hazard will only be 


deemed to exist for eivilians during 
the two years following cessation of 
all flying activities (rather than for 
three as previously maintained); pri- 
vate pilots flying more than 200 hours 
a year will now be considered with 
an extra premium of $3.75 provided 
they fly not more than 400 hours a 
year (previous rules limited issue of 
the $3.75 extra to cases where annual 
flying time did not exceed 300 hours), 
and private pilots aged 27 and with at 
least 400 hours of solo experience will 
now be considered on a standard basis 
if annual flying time is 125 hours, or 
less. 


International Opportunity, 
United American Merge 


Stockholders of International Op- 
portunity Life and United American 
Life, both of Denver have merged ef- 
fective Dec. 29, 1961. ‘ 

The surviving company will be 
United American, which, after the 
merger, has approximately $200 mil- 
lion of insurance in force and total as- 
sets of more than $19 million. 


Manufacturers Life has been li- 


censed in Kansas. 





Where | 
omorrow 


office in Newark, N. J. 


this is where tomorrow begins. 


field conditions. 








It looks like a typical life insurance agency, this Home Life 


Like any agency, it has a healthy respect for such things as 
sales results and service to policyowners. But if it never writes another 
policy, it still will be one of the company’s most important field offices. 

This is the Management Development Division. For Home Life, 


As a company in the midst of an ambitious expansion program, 
Home Life expects its tomorrows to include many new agencies. To 
meet present objectives, it is estimated that the company will need 
to appoint one new manager every ninety days. , 

The Management Development Division was organized for that 
purpose. Funneling into this unit come life insurance men who have 
shown sales management capacity and the qualifications for success. 
Under experienced direction, they are given a thorough grounding in 
the company’s Planned Estates operation. They receive training in 
the recruiting and coaching of new underwriters. They learn the ‘‘busi- 
ness” of running an agency. All of this is accomplished under actual 


The future of any life insurance company depends in large 
measure on the quality of its field leadership. As Home Life expands, 
the Management Development Division will make certain that the 
company’s tomorrow will be in good hands. 


HOME LIFE INSURANCE COMPANY 


253 BROADWAY. NEW YORK 8, N. Y. 


Wm. P. Worthington, Chairman 
J. Harry Wood, C.L.U., President 
John H. Evans, Vice President—Sales 
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Changes In The Field 


Prudential 
Nyole Fuller, division manager of 
the Edgebrook office of LaSalle agency 
(Chicago) on the northwest side of 





Be-k 


Nyole Fuller Clinton 


the city, has been appointed manager 
of Fountain Square agency, Elgin, III. 
He joined the LaSalle agency at Chi- 
cago in 1956, immediately following 
discharge from military service. 
Howard D. Paullin and Ronald D. 
McCall have been promoted from 
agent to manager at Mount Pleasant, 
Mich., and Ottumwa, Ia., respectively. 
Clinton Beck, associate manager of 
the southern Indiana agency, Evans- 
ville, has been appointed manager. 
The agency, which until this time has 
been operating as a branch of the cen- 
tral Indiana agency, Indianapolis, has 
now been given full agency status. A 
CLU, he is secretary-treasurer of Ev- 
ansville Life Underwriters Assn. 


New England Life 
Roger A. Antaya, supervisor at At- 
lanta, has been appointed general agent 
at Baltimore in partnership with Fre- 





Roger A. Antaya J. J. DeBorde Ill 


derick A. Savage. He joined the home 
office staff in 1957 and later that year 
was transferred to Atlanta. 

John J. DeBorde III, Atlanta, has 
been named associate general agent 
there. He will become general agent 
there in April when Linwood Butter- 
worth retires. Mr. DeBorde is a life 
member of Million Dollar Round Ta- 
ble and is a CLU. He was formerly 
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with State Mutual Life. 

Edward J. Murphy, supervisor at 
Albany, has been appointed district 
agent at Pittsfield, Mass. He joined 
the company in 1957. 


Occidental Of California 


Charles B. Raaberg has been ap- 
pointed manager of a new branch of- 
fice at Corona del Mar, Cal. He joined 
Occidental in 1958, and is the son of 
A. L. Raaberg, Occidental general 
agent for nearly 20 years, at Santa 
Ana, another Orange County commu- 
nity. The Raabergs recently won the 
distinction of becoming Occidental’s 
first father-son CLU team when the 
degree was conferred on young Raa- 
berg. 

John F. Glockhamer, assistant man- 
ager at Spokane, has been promoted to 
general agent at Walla Walla. He was 
formerly an agent at Spokane for New 
York Life. 


Manhattan Life Of N.Y. 
Barney S. Haynes Jr. has been ap- 
pointed general agent at Spartanburg, 
S.C. He was with Liberty Life at 





Barney S. Haynes Jr. John J. Hyland 


Spartanburg in 1953 and after that was 
manager there for Jefferson Standard. 
He was later made supervisor of agen- 
cies for Protective Life at Birmingham. 

John H. Hyland has been named 
general agent at Binghamton, N.Y. He 
was at Garden City, N.Y., for Connec- 
ticut Mutual. 


Bankers Life Of lowa 
Theodore E. Hahn has been ap- 
pointed regional group manager at 
Dallas. 


Life Of North America 


John J. Callaghan, manager at 
Orange County, Cal., has been made 
manager at Los Angeles. He joined the 
company in 1958 as a supervisor at San 
Diego. 

Albert S. Tafoya, supervisor and lat- 
er manager at San Jose, has been ap- 
pointed Orange County manager. 


Continental American, Del. 

Roy P. McCloskey has been ap- 
pointed general agent at Miami. He 
was assistant manager at Miami for 
Ins. Co. of North America there. 


Jefferson National Life 


Richard De Roberts has been ap- 
pointed general agent at Columbus, O. 


CANADA LIFE has named Worth- 
ington & Co. general agent at Honolulu. 
Randall J. Worthington, who had al- 
ready been associated with the com- 
pany in Hawaii, is president of the 
agency. Melvin H. Abreu has been 





appointed life manager. 

Leroy G. von Schottenstein, John E. 
Crom and Mac E. Caderet have been 
named managers at San Francisco, 
Cincinnati and Syracuse, respectively. 


Missouri Blue Shield 
Doctors To Vote On 
Paid In Full Benefits 


ST. LOUIS—The some 2,500 physi- 
cians and surgeons participating in 
Missouri Medical Service (Blue Shield) 
Plan will be asked to pass on a pro- 
posal for paid in full medical and sur- 
gical benefits for persons earning $7,- 
500 or less a year. 

The proposal to submit the matter to 
the doctors was reached at a meeting 
of Blue Shield trustees held here. Ac- 
tion was taken after United Auto Wor- 
kers threatened to pull out of Blue 
Shield and turn to a commercial in- 
surance company for full coverage for 
the union members. 

Trustees of Blue Shield attempted 
to develop full-coverage medical care 
coverage in 1956 but the plan was 
abandoned because too many partici- 
pating doctors opposed it. More than 
75% of the participating doctors must 
approve full coverage before it can be 
accepted by Blue Shield. Approval 
must also be given by delegates to the 
Missouri Medical Assn., which meets 
here March 18, 1962. 


Ask For Progress 


Spokesmen for United Auto Workers 
and the “Big Three” automobile com- 
panies told Blue Shield trustees they 
would withdraw their memberships 
from Blue Shield unless progress was 
made in the adoption of some full-cov- 
erage program by Jan. 1, 1962. About 
55,000 auto workers and their depend- 
ents are presently enrolled in the St. 
Louis Blue Shield Plan and Blue Cross 
Plan. This is almost 9% of the total 
enrollment of the Blue Shield Plan. 

“The loss of this group would have 
serious adverse effects on the St. Louis 
Blue Shield,” Dr. R. O. Muether, presi- 
dent of the plan, said in a letter to 
participating doctors. Blue Shield cov- 
ers all counties in Missouri and 30 in 
the Kansas City area. The Kansas 
City medical plan has provided full 
coverage from its inception. The pro- 
posed plan is expected to follow closely 
the Michigan Blue Shield M-75 plan, 
which provides for a graduated scale 
of fees for persons earning less than 
$2,500 a year, for those in the $2,500- 
$5,000 bracket, and for those earning 
between $5,000 and $7,500. Persons 
earning more than $7,500 would re- 
ceive an amount equal to the full 
coverage of other participants, but 
their doctors would charge more. 





Beneficial Standard Buys 
L.A. Property For New HO 


Beneficial Standard Life has ac- 
quired a square block of property in 
the center of a high-rise office build- 
ing development in Los Angeles. 

Principal asset obtained from an ex- 
change of 84,507 shares of Beneficial 
Standard stock is the block of property, 
covering 193,520 square feet of ground, 
located one block east of Western 
Avenue and Wilshire. Joseph N. Mit- 
chell, president, stated that Beneficial 
Standard is planning to use the ac- 
quired property for a home office for 
the Beneficial group of companies. 

In reviewing the _ circumstances 
which prompted the company’s deci- 
sion to undertake this major ac- 
quisition, Mr. Mitchell said, ‘“Bene- 
ficial Standard Life originated in Los 
Angeles and has grown into a major 
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entity with four subsidiary companies, 
The group is presently licensed to 
operate in 47 states, the District of 
Columbia and Canada. To meet the 
needs of our dynamic expansion while 
at the same time recognizing that more 
than sixteen hundred persons are 
added to California’s population each 
day and that within a few years this 
state is expected to reach a population 
of more than twenty million, it was 
the conviction of our board that this 
Wilshire site, at the center of thriving 
business vitality, would serve as an 
ideal base for a home office and future 
planning.” 


Empire Life & Accident, Lafayette, 
Ind., has moved to a modern, one story 
building on the U. S. bypass. 





Conventions 


Jan, 26, CL.U seminar, University of Miami, 
Miami. 

Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Island Hotel, 
Grand Bahama Island. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 16-17, New York State Assn. of Life Un- 
derwriters General Agents & Managers Con- 
ference, annual, Gideon Putnam Hotel, Sara- 
toga Springs, N.Y. 

Feb. 21-24, Florida Life Underwriters Assn., 
sales congress, Miami, Lakeland, Tallahassee 
and Jacksonville. 

March 18-22, National Assn. of Life Underwri- 
ters, midyear, Hotel Peabody, Memphis, Tenn, 

March 19-21, Life Office Management Assn., 
automation forum, Drake Hotel, Chicago. 

April 25-26, New York State Assn. of Life Un- 
derwriters ‘‘Appleknockers” sales congress 
caravan, Ten Eyck Hotel, Albany, April 25 
and Chamber of Commerce Building, Roches- 
ter, April 26. 

May 7-9, Health Insurance Assn., annual, Den- 
ver Hilton, Denver. 

May 17-19, Home Office Life Underwriters 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

May 28-29, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier Hotel, White Sul- 
phur Springs, W. Va. 

May 30-31, Actuarial Club of the Pacific States, 
spring meeting, Ahwahnee Hotel, Yosemite 
National Park, Cal. 

June 3-6, Insurance Accounting & Statistical 


Assn., annual, Royal York Hotel, Toronto, 
Canada. 
June 6, Fraternal Actuarial Assn., 


Drake Hotel, Chicago. 
City. 
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annual, | 


June 10-13, Institute of Home Office Under- 


writers, annual, Shoreham Hotel, Washing- 


ton, D. C 


June 13-16, Life Insurance Conference, annuai, 
Greenbrier Hotel, White Sulphur Springs, 


. Va. 

June 18-22, National Assn. of Insurance Com- 

missioners, annual, Queen Elizabeth Hotel, 
Montreal. 

July 12-14, International Assn. of Insurance 
Counsel, annual, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

July 23-27, National Insurance Assn., annual, 
Statler Hilton Hotel, Los Angeles. 

July 31-Aug. 3, Federation of Insurance Coun- 
sel, Hotel Vancouver, Vancouver, B. C. 

Aug. 1-4, National Assn. of Life Companies, 
Inc., annual, Olympic Hotel, Seatile. 

Aug. 19-21, South Dakota agents, annual, 
Alonzo-Ward Hotel, Aberdeen. 

Sept. 12-14, Life Insurance Advertisers Assn., 
annual, Mayflower Hotel, Washington, D. C. 

Sept. 16-21, National Assn. of Life Underwri- 
ters, annual, Hilton Hotel, Chicago. 

Sept. 24-26, Life Office Management Assn. 
annual, Netherland-Hilton Hotel, Cincinnati. 

Sept. 24-26, National Fraternal Congress of 
America, annual, Statler Hilton Hotel, New 
York City. 

Sept. 30-Oct. 3, International Claim Assn., an 
nual, Americana Hotel, Bal Harbour, Fla. 

Oct. 8-12, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-17, Society of Actuaries, annual, Cha- 
teau Frontenac Hotel, Quebec. 

Oct. 25-26, Actuarial Club of the Pacific States, 
ae meeting, Del Monte Lodge, Pebble Beach 
al. 


Oct. 29-31, Assn. of Life Insurance Medical 
Directors, annual, Queen Elizabeth Hotel, 
Montreal. 

Oct. 29-31, Health Insurance Assn., individual 
insurance forum, Denver Hilton, Hotel, Den- 
ver. 

Nov. 6-9, Life Insurance Agency Management 
Assn., annual, Statler Hilton Hotel, Dallas. 

Dec. 3-7, National Assn. of Insurance Commis- 
sioners, winter meeting, Conrad Hilton Hotel, 
Chicago. 

Dec. 10-11, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria Hotel, New ; 

Dec. 12-13, Life Insurance Assn. of America, 
annual, Waldorf-Astoria Hotel, New York 
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Sun Life Of Maryland 


Joseph M. Didusch, manager of the 
methods and planning division, has 
been made assistant secretary-admin- 


1946 in the administration department. 
He was the national chairman of Na- 
tional Office Management Assn. 1953- 
1955 and is chairman of the North At- 
lantic planning committee of Life Of- 
fice Management Assn. 


New England Life 
company 
has contracted 
with Francis L. 
Merritt for the ex- 
clusive use of his 
services in the se- 
lection and evalu- 
ation of new 
agents. Mr. Merritt 
joined Connecticut 
Mutual in 1928, 
and in 1932 was 
made vice-presi- 
dent and manager 
of agencies of 
Monarch Life. In 
1942 he became assistant director of 
agencies of National Life of Vermont. 
In 1946 he was made vice-president 
and director of agencies for Central 
Life of Iowa, and in 1954 he went 
to Mutual Benefit Life, first as direc- 
tor of training, then as director of field 
development. He has been a director 
of Life Agency Officers’ Assn. and is 
a CLU. 


The 


Francis L. Merritt 


State Farm Life 


Burnell H. Miller, vice-president and 
controller, has been named to the 
newly created post of fiscal vice-presi- 
dent. William O. Burns, associate con- 
troller, succeeds Mr. Miller as con- 
troller. 


Capitol Life 

James B. Knight 
has been appoint- 
ed executive vice- 
president in 
charge of adminis- 
tration. He had 
been secretary and 
managing director 
of Life Companies 
of Richmond, Va., 
and a director of 
Lamar Life of 
Jackson, Miss. 
Earlier he was se- 
cretary of the lat- 
ter company. 


Massachusetts Mutual 
Carl M. Kinney, assistant auditor, 
has retired. He joined the auditing de- 
partment in 1924, and was made super- 
visor in that department in 1951 and 
assistant manager in 1953. 


Union Mutual Of Maine 


Paul H. Harrison Jr., has been ap- 
pointed head of the new advanced 
sales division. He joined the company 
in 1951 after being a district manager 
at Portland, Me., for Sun Oil Co. He 
is a past president of Southern Maine 
Assn. of Life Underwriters and a CLU. 

B. Richard Markham, director of 
agencies, has been made director of the 
new field services division. He joined 
Union Mutual in 1950 as director of 
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Home Office Changes 


training, and before that was with 
Union Central Life as manager at 
Miami. He has been vice-president of 
General Agents and Managers Assn. of 
Maine. 

Carl N. Honer, assistant secretary, 
has been made group secretary. He 
joined the company in 1935, and after 
World War II was in the claims de- 
partment. In 1950 he was appointed 


REPUBLIC NATIONAL LIFE — Aire Company 


Now the 35th Largest Company | 


Also 26th in Amoun 


manager, policy issue. 

Alan V. O. Cook has been named 
supervisor, policy issue. He was in the 
group contract division and before that 
was a group underwriter. 


Home Life Of New York 


John P. O’Keefe, premium record 
supervisor, has been appointed assist- 
ant policy record manager. He is a 
fellow of Life Office Management 
Assn. 

John T. Costelloe, premium billing 
supervisor, has been made premium 
record supervisor. He joined the com- 
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pany in 1956 in the premium billing © 
department. 

Kenneth D. Scheuing, head of the 
file maintenance unit, has been made 
premium biiliing supervisor. 


Metropolitan Life 

Harold A. Richmond, who has been 
a consultant in advertising since his 
retirement in July, is terminating his 
association with the company. He will 
join Paul Stafford Associates, a New 
York consulting firm specializing in 
executive recruiting. 

Mr. Richmond joined Metropolitan 


Footprints in the sands of time 


are not made SITTING DOWN. 


“THE ONLY WAY TO GROW 
IS GO” and the doorway to 
opportunity with Republic 
National Life is always open 
to men with that extra spark 
of enthusiasm and the fore- 
sight to know that this is 
truly the day of unlimited 
sales opportunity. 


i. 


THEO. P. BEASLEY, 
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Chairman of the Board 
and Chief Executive Officer 
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fe Insurance in Force 


DALLAS 


ETE REINSURANC 


and 38th in Accident and Sickness Premiums 


t of Group Insurance in Force Among More Than 1400 Life Insurance Companies 





10 


in 1927, and in 1937 he was put in 
charge of the advertising research 
bureau. Later he was general super- 
- visor, coordination. He has been pres- 
ident of Life Insurance Advertiser’s 
Assn. 


Nationwide Life 

Jesse M. Price has been named mem- 
bership group sales supervisor. He 
will assume his new duties Jan. 2 He 
has been with Nationwide in various 
sales capacities for the past 17 years 
and presently is association group sales 
specialist for Michigan, Indiana, and 
Ohio. 


Northwestern National Life 

Robert F. Preston, 2nd vice-presi- 
dent, has been elected secretary to 
succeed T. L. Todd, who has retired 
after 32 years with the company. Mr. 
Preston is a CLU and a fellow of So- 
ciety of Actuaries. 


* LINCOLN LIFE & CASUALTY has 
appointed Robert B. Shephard agency 
director. Gabe Kuhn has been an agen- 
cy coordinator and has been promoted 
to superintendent of agencies. A special 
estate planning department has been 
established and Michael A. Toussaint 
named head. 


LIFE OF KENTUCKY—B. Robert 
Lancaster has been named a _ vice- 
president. He was vice-president of 
Medical Protective of Fort Wayne and 
special examiner for Kentucky Com- 
missioners Goodpaster and Thurman 
before joining Life of Kentucky in 
1960. 





Thacher Approves Rate 
Boost For Rochester 
Area Blue Shield Plan 


Superintendent Thacher of New 
York has approved an amended ap- 
plication for rate increases by Genesee 
Valley Medical Care (Rochester area, 
Blue Shield). The plan’s original ap- 
plication was amended after the de- 
partment concluded that the rates it 
proposed were excessive and as such 
would be disapproved. The new ap- 
proved rates, applicable to the surgical- 
obstetrical contract only, is the first 
increase for Rochester Blue Shield in 
10 years. 

Under the old group rate schedule, 
monthly costs were 92 cents for a sin- 
gle person and $3.38 for a family, while 
direct payment quarterly rates were 
$3.13 for a single person and $11.15 for 
a family. Under the new schedule, the 
group rate is $1.52 monthly for a single 
person and $4.52 for a family, and the 
quarterly direct payment rate is $5.88 
for a single person and $15.39 for a 
family. 


A.J. Jensen Collides 
With Governor Of N. D. 


BISMARCK—tThe refusal of Com- 
missioner A. J. Jensen to furnish Gov. 
William Guy information about a 
western trip the commissioner made 
has riled the governor who said he 
will take further action, presumably 
legal, to force a report. 

Mr. Jensen made the trip last fall 
to investigate insurance companies not 
now authorized in North Dakota. He 
contends the information is “confiden- 
tial’ and said he will quit his elective 
office before making the information 
public. The governor wants a written 
report on the trip. 

The governor charged that when the 
two men met in his office to discuss 


HieNATIONAL UNDERWRITER 


the trip the commissioner could not 
remembcr such facts about the trip 
as the names of the insurance com- 
panies involved. 

Gov. Guy said he will give Mr. 
Jensen several more weeks to submit 
a report and if he refuses to comply, 
the governor will take steps to force 
a report. 


Mortgages Written 
By Life Companies 
In ‘61 $6.4 Billion 


Mortgage loans made by USS. life 
insurance companies in 1961 were an 
estimated $6.4 billion, the highest 
total since a record $6.7 billion was 
achieved in 1956, according to Institute 
of Life Insurance. The 1961 acquisi- 
tions represented a gain of 5% over 
the 1960 aggregate. 

As a result, the total mortgage 
holdings of life companies in 1961 
reached a new high of $44,050,000,000, 
more than double the mortgage loans 
outstanding 10 years ago. The life 
companies’ mortgage holdings account 
for about 35% of their total invest- 
ments. 

“Holders of about one-fifth of cur- 
rent mortgage debt, the life companies 
through mortgage financing have made 
possible the purchases of homes by 
about 5 million American families in 
the housing boom period that has oc- 
curred in the post World War II per- 
iod,” the institute said. 

Conventional Mortgages 

Conventional urban mortgages on 
single and multi-family homes, com- 
mercial properties and industrial fa- 
cilities accounted for two-thirds or 
$4.3 billion of the mortgages acquired 
in 1961. This was nearly $400 million 
more than 1960 acquisitions of this 
type. Total holdings of conventional 
mortgages amounted to $24,425,000,000 
in 1961, up 8% in the year. This port- 
folio represented about 55% of the 
mortgage aggregate. 

“Competing with home mortgages in 
this category were the fast growing 
mortgage loans financing office and 
apartment buildings, industrial parks, 
department stores, shopping centers, 
recreational centers and warehouses,” 
the institute noted. 

FHA mortgages accounted for 1961 
new mortgages totaling $1,375,000,000, 
a decrease of $44 million in the year. 
Holdings of FHA mortgages at year- 
end were $9,925,000,000, up $635 mil- 
lion in the year. This category repre- 
sents over one-fifth of the life com- 
panies mortgage investements. 

Veterans’ administration non-farm, 
mortgage loans accounted for $175 
million of the 1961 acquisitions, or 
$113 million less than the year before. 
Total holdings of VA mortgages by the 
life companies were $65 billion at the 
close of this year, a decrease of about 
$4C9 million in the year. VA mortgages 
represented about 15% of the life 
companies’ mortgage portfolio. 

Farm mortgage loans accounted for 
the balance of the life companies’ mort- 
gage investments with 1961 acquisi- 
tions totaling $550 million, up $86 mil- 
lion over the previous year’s total. 
Aggregate holdings reached $3.2 bil- 
lion and were about 7% of the’ mort- 
gage loan total. 

Sten@erd of O-ezon has been award- 
ed the Portland city employes contract. 
Each of the 3100 employes will be 
written for $1,250 with an increase of 
$1,500 after three years. The city will 
pay $71,000 in premiums yearly. 


C.J. Zimmerman 
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Calls Replacer 


Enemy Of All Full-Time Agents 


Warning of the possible drastic re- 
sults if the rising trend of replace- 
ments is not checked, Charles J. Zim- 
erman, president of Connecticut Mu- 
tual Life, told its Leaders Round Table 
meeting that “if we are men of honesty 
and understanding, if we are men who 
realize we cannot take a free ride at 
the other fellow’s expense, then the 
replacement man is our enemy and the 
enemy of all full-time agents, be- 
cause he is affecting public confidence, 





C. J. Zimmerman 


Edward B. Bates 


public understanding and public ap- 
proval of our business—and every full- 
time agent’s commission earnings.” 

“We are the very proud inheritors of 
a fine tradition, the beneficiaries of a 
great past,’’ he declared. “Our respon- 
sibility is to take advantage of the pre- 
sent and to build soundly for the fu- 
ture.” 


Behavior Code 


Mr. Zimmerman stressed the im- 
portance of the code of behavior of 
individual life insurance men in de- 
termining the ultimate success or fail- 
ure in solving several important in- 
dustry problems. It is the responsibility 
of leaders in the home office and the 
field to set standards of business ethics 
and practice that they will be proud to 
have others follow, he said. 

Vice-president Edward B. Bates 
stressed the role of the leaders in set- 
ting the sales pace, thereby helping to 
determine the sales activity and re- 
sults of others in their agencies. 

“The sales of new men, indeed the 
sales of the entire agency, are related 
to the kind of job the leaders do,” he 
said. “Frequently in a company or 


agency campaign you make or break 
the agency performance, for the others 
will fight to reach your heights—or 
they can easily rationalize their poor 
showing if yours is poor, too. You are 
the men who will condition the think- 
ing of new men and others who have 





Honored at the Leaders Round Ta- 
ble meeting of Connecticut Mutual Life 
at Whiteface, N. Y.: From left, Bernard 
H. Zais, Burlington, Vt., conservation 
leader, George E. Deras, Omaha, lives 
leader, and Robert H. Goldsmith, Los 
Angeles, volume leader. 


not yet reached their full potential, 


The contribution you can make calls | 


not only for sales results but also for 
a continued conscious desire always 
to carry your leadership responsibj]- 
ities well.” 

A four-man team presented their 
ideas on how life agents, trust officers, 
lawyers and accountants can best work 
together for effective estate planning, 
E. A. Starr, assistant agency vice-pres- 
ident, was moderator. 

C. Frank Eastman, Wilkes-Barre, Pa. 
said that on the first interview he 
merely seeks to establish his reputa- 
tion and his willingness to be of service 
—and to plant the idea that proper 
estate planning can save the prospect 
money. From there it is a team opera- 
tion. By suggesting working with qa 
team of specialists, Mr. Eastman avoids 
the idea that he is just trying to sell 
insurance and he helps convince the 
prospect that he, the agent, does in 
fact have an interest in the prospect's 
over-all program. 

William C. Fenniman, vice-president 
of Connecticut Bank & Trust Co. of 


Hartford, pointed out that in the pros- ! 


pect’s eyes the agent and the trust 
officer each becomes in a sense a third- 
party influence. In the larger cases, he 
said, the role of the trust officer is 
to be a real digger, to find the facts. 
Very few cases in his experience were 
such that he could not recommend ad- 
ditional life insurance, he said, for the 
trust officer has a duty of loyalty to 
the trust of the beneficiary, duty to 
protect the trust estate. 


Lawyer’s Active Role 


John H. Riege, Hartford lawyer, said 
there are thousands of people waiting 
for an estate planning team to do a 
job for them. He divided the estate 
planning process into motivation, fact- 
finding, working out the plan, docu- 
mentation and periodic reviewing. The 
lawyer’s most active role is in the 
third and fourth steps, but even in the 
documentation process the lawyer 
sometimes needs guidance which a 
bank or insurance company can fur- 
nish. 

Edward H. Heilman Jr., Hartford 
CPA, said the agent must be the mo- 
tivator in the operation. The account- 
ant participates in the fact-finding, 
particularly where valuation of assets 
and net worth is concerned, and he is 
a checker when the plan is_ being 
worked out. The accountant’s skills are 
particularly valuable when the client 


is a business man with problems re- | 


lating to stock ownership and taxes. 

Honored at the meeting were Ber- 
nard H. Zais, Burlington, Vt., leader 
in conservation, George E. Deras, Oma- 
ha, leader in cases, and Robert H. 
Goldsmith, Los Angeles, leader in vol- 
ume. 

The meeting was held at Whiteface, 
N. Y. 


Peoples-Home Lite Has Best Month 
Peoples-Home Life of Indiana’s writ- 
ten production for November was close 
to 35% ahead of production for the 
corresponding period of 1960. “Tim 
Smith Day” alone produced almost $4 
million in new business; the highest 
previous one-day production figure 
had been $1.5 million (Mr. Smith is 
director of agencies.) Total production 
for November was the largest for any 
month in the history of the company. 
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LIFE INSURANCE EDITION 


Runcie L. Tatnall Calls For Critical 


‘Self Analysis To Better Sales Approach 


Just as people do not go to a golf 
professional to be told they have a 
magnificent swing, but to find out 
what they are doing wrong, so should 
|| the producer take a hard look at the 
| negative factors in his sales presenta- 
| tion, not at.what he is doing right, if he 
| wants to gain some real benefit from 
| an analysis of his sales approach. 

This was the advice passed along 
by Runcie L. Tatnall of Penn Mutual 

Life’s Stewart agency at Philadelphia 

in his article “A New Year’s Resolu- 

tion?” in the December issue of the 
company’s newsletter to the field. 
| Mr. Tatnall asked, “What would the 
| life insurance pro find wrong with your 


sales swing if you demonstrated it to 
him? By way of answer, Mr. Tatnall 
asked and explained the following 
questions: 


Listening 50% Of Selling 


—Do you talk too long? Listening is 
more than 50% of good selling. Your 
prospect can very easily get bored 
listening to you. He cannot say “yes” if 
you do not give him a chance, and 
very often it is too late if he gets bored 
| or irritated. 

—Do you get unconsciously anta- 
gonistic when your prospect gets lost 
in your maze of reasoning and eloquent 
oratory. If you do, you should recall 
the statement which appeared in the 
world’s first book on salesmanship— 
“Win the argument and lose the sale.” 

—Do you sound so unalterably right 
that you make your prospect feel stu- 
pid if he does not agree with you 100% 
but still does not offer an objection? 
This prospect is liable to let you go all 
the way through your sales talk with- 
out any objections and when in the 
end he does not buy, you have no idea 
where he disagreed with your reason- 
ing. 

Knowledge A Crutch? 


—Do you feel that your knowledge 
and know-how is so great that you 
permit it to become a crutch for your 
lost art of persuasion? Your presenta- 
tion may become a lecture instead of a 
sale, and your client will probably 
end up impressed but unsold. 

—Do you oversell a particular con- 
tract to the extent that your prospect 
feels that if your product could be so 











much better than somebody else’s, 





there is probably another contract 
somewhere which is better than yours? 

—Do you refuse to explore a market 
which is making money for some other 
people because you have closed your 
mind against it? New markets are not 
replacements. They are additions, but 





if you are really so stubborn as to 
ignore them, they are also lost oppor- 
tunities. 

Earlier in his article Mr. Tatnall 
said that at one of his agency’s meet- 
ings so-called “success stories” were 
barred. The meeting took the form of a 
seminar at which only missed cases 
were aired freely—with or without 
tears—and the audience was asked for 
suggestions that might have altered 
the outcome of the interview. 


Tells Concrete Result 


Mr. Tatnall reported that one con- 
crete result of the meeting was that 
after listening to what he did not do 
and the things he might have done, 
he took the suggestions home with 
him and successfully reopened a case 
he thought he had hopelessly lost. By 
listening instead of resenting construc- 
tive criticism, he bettered himself 
mentally and financially and was ready 
for the day when the same problem 
came up again. 


W. T. Earls Agency 
Tops $250 Million 


Insurance In Force 


The William T. Earls agency of Mu- 
tual Benefit Life at Cincinnati recent- 
ly passed the $250 
million mark in 
insurance in force. 
This is more than 
the in-force fig- 
ures of 87% of the 
nation’s approxi- 
mately 1,400 life 
companies. 

The Earls agen- 
cy is the compa- 
ny’s top ranking 
sales unit. It was 
saluted on its 
achievements by 
President H. Bruce Palmer at the re- 
cent annual agency dinner. He noted 
that 11 of the full-time agents made 
the Million Dollar Round Table in 1961, 
and 12 Cincinnati agents formerly un- 
der Mr. Earls have gone on to head 
their own agencies. 

Mr. Palmer made special mention 
of the consistently high quality of work 
produced by the Earls agency and he 
congratulated its members on their 
outstanding volume of life insurance 
production. 

The agency recently distinguished 
itself by pioneering in the use of elec- 
tronics in life insurance programing. 
The procedure has since been put 


William T. Earls 











the institute, who presided. 





A panel on pop- 
ulation trends had 
@ prominent place 
at the Institute of 
Life Insurance an- 
nual meeting in 
New York City. 
Panelists were, 
from left, Associ- 
ate Dean Clarence 
D. Walton of the 
Columbia Univer- 
sity Graduate 
School of Business, 
Miss Catherine B. 
Cleary, vice-presi- 
dent of First Wis- 
consin Trust Co. of 
Milwaukee, and 


Walter O. Menge, president of Lincoln National Life and retiring chairman of 


into use in all Mutual Benefit agencies. 
Mr. Earls started in life insurance 
in 1931 and has been Cincinnati gen- 
eral agent of Mutual Benefit since 
1951. He is a past chairman of Million 
Dollar Round Table and a past presi- 
dent of the Cincinnati CLU chapter 
and the Cincinnati General Agents & 
Managers Assn. 
Commerce Has Record Nov. 
Commerce of Chicago had November 
sales of $21,778,088, representing the 
largest monthly production volume 
since the company began operations 
23 months ago. 


ll 


Two Louisville Insurers Merge 

Valiant Annuity Life and Ameri- 
can Central Life & Disability, both of 
Louisville, have merged. Almost $100,- 
000 in American Central stock will 
be paid to Valiant Annuity stock- 
holders by exchanging 60 shares of 
the former for each 100. shares of the 
latter. Valiant Annuity, according to 
the Louisville papers, had hoped to 
sell enough stock at $5 a share to 
provide $125,000 paid-in capital and 
$437,500 surplus, but didn’t succeed; 
accordingly, it never sold any insur- 
ance. 
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Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY OF FLORIDA 
Miami, Florida 


Y, This What You ” Been Whiting be! 


TOP FIRST YEAR COMMISSIONS 
IMMEDIATE VESTED RENEWALS 
YOUR OWN GENERAL AGENCY 


American Bankers has always endeavored to 
set the pace ...nof merely keep up with it. 


NINE YEARS OF ACTIVE OPERATIONS 


1961 (To Date) .....$467,000,000 


186,000,000 
4,400,000 


Our key representatives must be financially solid, rea- 
sonably trained, with a responsible standing in the com- 


munity in which they reside, and have the ability to select 


COMPLETE LINE OF VERY COMPETITIVE POLICIES 


COMPLETE TRAINING and Agency Building ‘Know-How” 


STOCK OPTION PLAN—Liberal Option Agreements for both 


recruiting and personal production. 


General Agency Building Opportunities through- 
out the East, South and Mid-West. 


For information about You and American Bankers, contact 





R. Kirk Landon 
President 
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Questions And Answers From CLU 
Column Supplied To Daily Papers 


American Society of CLU is supply- 
ing many daily newspapers with a 
question-and-answer column on life 
insurance. The questions are selected 
and the answers written by C. C. 
Robinson, communications consultant, 
of Hartford, Conn., former home of- 
fice agency executive, field man and 
insurance magazine editor. CLU mem- 
bers wishing to have the column ap- 
pear in their local papers should write 
to American Society headquarters. 


QUESTION: My husband wants to 
buy more insurance. He was born 
March 24, 1911. He wants the most pro- 
tection for the least money. What do 
you suggest? 
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Bowles, Andrews & Towne, Inc.— 
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HARLEY N. BRUCE & ASSOCIATES 
(Founded 1929) 
Consulting Actuaries 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Insurance—Pensions 
2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








E. P. HIGGINS & COMPANY 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








PLANNING COUNSELORS 


Division of East West Management Services, Inc. 


CONSULTANTS AND ACTUARIES 
Pension, Profit Sharing, Employee Benefit Plans 
430 N. Camden Drive Beverly Hills, Calif. 
CRestview 4-6671 BRadshaw 2-8264 








W. MURDOCH STEWART, F.S.A. 
CONSULTING ACTUARY 
INSURANCE - PENSIONS 

201 North Wells Street 
Chicago 6, Iliinois 
Telephone: CEntral 6-4558 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
Insurance—Pensions 
10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 








ANSWER: Over the years, we would 
expect straight life to give your hus- 
band the “most for the least.” 

Of course, we’re merely quoting the 
law of averages. All we know about 
you or your circumstances is that your 
husband’s insuring age (the company 
that insures him will take his nearest 
birthday) is 50, and that he wants to 
buy $10,000 to $15,000. We’re reason- 
ably safe in suggesting straight life, 
for it’s the policy most established 
business men buy. 

You and your husband are entitled, 
however, to advice based on a first- 
hand knowledge of your individual 
situation, so we hope you'll talk with a 
life insurance man or woman who can 
give you a custom-built recommenda- 
tion. 


Endowment Coming Due 


QUESTION: I have an endowment 
policy that will be payable to me in 
a couple of months. I’m aware that I 
will have to pay an income tax on the 
difference between my total premiums 
and the amount I get out of the policy; 
but now I’m told that this total of pre- 
miums will be reduced by the divi- 
dends I have received over the 25 
years I’ve been paying for this policy. 

I have always been assured that 
policy dividends were not income, and 
so were not subject to income tax. If 
this is true, why do they have to be 
taken into consideration now? It makes 
quite a difference. 


ANSWER: Your policy dividends, 
which we assume you either took in 
cash or used to reduce your premiums, 
were not income; but they did cut 
down the amount of premiums you 
paid—either by offsetting or reducing. 
Therefore, the total cost of your policy 
has been the total of premiums called 
for, less the total of all dividends 
allowed. 

Don’t forget the special rule that 
says the income tax you’ll owe on the 
gain between the net amount you’ve 
paid and the amount the company pays 
you is not to exceed the tax that would 
have been paid, had this excess been 
divided equally over this taxable year 
and the prior two years. This, too, 
makes a difference. 


Husband’s Consent Needed? 


QUESTION: My husband and I are 
not divorced, but we have been sepa- 
rated for several years. I have a $5,000 
life insurance policy on his life, taken 
out in 1948. Even then, I paid the pre- 
miums out of my own earnings, and 
have done so ever since. This policy is 
in my possession and always has been. 

I would now like to turn it in for 
whatever value it has, but an agent of 
the company that issued it tells me I 
can’t get this money without my hus- 
band’s consent. Can he be right? 


ANSWER: He could be; it depends 
on how the policy was written. We as- 
sume it is payable to you, if your hus- 
band dies; but unless it also specifies 
that you control all other rights, such 
as surrendering for cash, to paraphrase 
a recent U. S. district court case you 
may be out of luck. 

Ask the company that insured your 
husband to tell you specifically who 
has control of the policy during his 
lifetime. If it’s your husband, let’s hope 
he’ll be more reasonable than you 
expect. 


QUESTION: I am 40, married, have 
four children, and am in what I would 
call moderate circumstances. I have 
$35,000 of life insurance I could turn in 
for about $4,000 cash. An agent has 
recommended that I take out this 
cash, invest it in stocks or a good mu- 
tual fund, and buy term insurance 
from him to make up the death pro- 
tection my family now has. He admits 
there would be some risk, but thinks 
it would be slight, and I’d be so far 
ahead at 60 or 65 that it would be a 
risk well worth taking. 


Called Bad Advice 


The man who sold me most of my 
life insurance says this is bad advice; 
but I wouldn’t expect him to admit 
he had sold me the wrong thing. The 
man who wants to sell me the term 
insurance also represents a mutual 
fund, so he has something to gain. I 
want to do the best thing for my fam- 
ily and myself, and the life insurance 
premiums I’m paying now are a big 
part of my total savings. Are you in a 
position to give me an unbiased opin- 
ion? 


ANSWER: You’ll have to decide 
about any possible bias, but in our 
opinion it would be a mistake for you 
to turn in your present life insurance, 
buy term insurance, then invest the 
difference in premiums, in stocks, mu- 
tual funds, or anything else. 

Assuming your family needs at least 
the amount of death protection you 
now have, unless you shoot crap with 
your investment fund and are lucky 
enough to beat the odds, we don’t be- 
lieve you could have any reasonable 
hope of winding up as well off as you 
will be if you continue your present 
program. 


Why Term Is Unwise 


The advice to “buy term insurance 
and invest the difference’ has been 
cropping up since cash values were 
first made available in life insurance 
policies (around 1880), and we’ve yet 
to hear of an authenticated instance of 
anyone successfully completing one of 
these do-it-yourself programs. One 
reason is that term insurance, bought 
separately, costs substantially more 
than the charge for death benefits that 
are part of the premium for a perma- 
nent policy. It’s much the same as 
buying something at retail, when you 
could get it at the manufacturer’s cost. 

Another, and to us a very persuasive 
reason why you should not buy term 
insurance and invest the difference, is 
that some of the best informed man- 
agers of money don’t try to do it; un- 
less they are sure their need for pro- 
tection will last only a very few years, 
they buy permanent, cash value-ac- 
cumulating life insurance. 

For example, there is a published 
list of 266 corporations—among them 
some of the best known in the U. S.— 
each of which shows $150,000 or more 
of life insurance cash values in its 
annual statement. Most of these con- 
cerns also show long-term debt, so it 
isn’t a case of having so much money 
they don’t know what to do with it. In 
almost every instance, the cash values 
they show have been built up in poli- 
cies on the lives of key officers and 
employes of the corporation, and the 
decision to buy permanent life insur- 
ance had to be made with the approval 
of a profit-conscious board of directors. 

If these big corporations are con- 
vinced they can’t do better buying 
term insurance and investing the dif- 
ference in premiums in their own 
business or elsewhere, what chance 
have we? 

Up to the mimimum amount you 

(CONTINUED ON PAGE 18) 
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Osler Telis Why 
Some Policies Are 
Becoming Obsolete 


(CONTINUED FROM PAGE 2) 
could afford to buy more; or he could 
load up with a lot of term insurance 
for no other reason than to protect his 
insurability. 

So in guaranteed insurability, for 
instance, we do have some recogni. 
tion of the anatomy of the insurance 
buyer—yet there are still hundreds of 
companies that don’t offer the feature 
and how many that do offer it wil] 
add it to policies already in force? 
(Please don’t give me the old, actu. 
arial cover-up “anti-selection.” Fig. 
uratively speaking, I was there when 
they set the rates for guaranteed ip. 
surability, and they are so unprovable 
that anti-selection could have wn 
bearing! ) 

Scores Refusal To Amend 


This unwillingness of companies t 
add new features to old policies 
(usually with the cover-up excuse 
aforementioned) is perhaps the most 
glaring example of obsolescence | 
can mention here. Everybody in the 
industry is crying about “replace- 
ment.” Companies that will not add 
new features to old policies invite 
replacement. Do you want guaranteed 
insurability, the fifth dividend option, 
or the like? If you do and your pre- 
sent company won’t add it, what al- 
ternative is there but to replace—and, 
may I ask, what is wrong with such 
replacement? 

When your honeymoon cottage be- 
comes too small for the growing, post- 
honeymoon family, you either add a 
wing or—if you can’t because of lack 
of land—you replace the house, don’t 
you? If a new policy will give you 
features your old policy doesn’t offer, 
is it morally wrong, unethical, or even 
illogical to replace it? Sure, when you 
replace a policy, you pay the com- 
mission all over again and go through 
a new contestable period. When you 
replace a house, you pay the commis- 
sion again and go through a “contes- 





Union Mutual Life Non-Cam, 
Guaranteed Renewable AéS 
Plans Made Participating 


Union Mutual Life’s directors have 
voted to make all the company’s non- 
cancellable and guaranteed renewable 
health insurance policies participating, 
effective Jan. 1. 

Dividends for the 1962 policy year 
will be payable at the current rate of 
10% of the annual premium on dis- 
ability income policies (except ac- 
cident only) that have been in force 
three years or more. Dividends on 
hospital-medical expense policies, 
which have also been made participa- 
ting, will be payable when declared. 
The dividends credited will be shown 
as a reduction of the premium due on 
the anniversary of the policy. Divi- 
dends will be paid in cash if premiums 
are paid on a monthly basis, through 
or by an employer, or other than on 
the anniversary of the policy. 

Hits $100 Million Mark 

Life of Kentucky’s in-force business 
rose above the $100 million mark in 
November. Premium income is running 














at an annual rate of $3.5 million. The| 
company writes only ordinary insur- 
ance, in units of $7,500 and $10,000. 
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table period” to find the bugs in it; 

put if that’s the price you have to pay 

to get what you want and need, you 
it. : 

The public is simply not interested 
jn a company’s recital of why it can’t 
do something the public wants—es- 

ially if other companies are doing 
it. Even the argument that not doing 
it is for the customer’s own good 
doesn’t mean much to the customer 
who wants something the company 
won’t give him. 

So far as I have ever been able to 
ascertain, no life company has ever 
pased its product design on a really 
objective survey of what its market 
would like to have in life insurance 
policies. A survey of buyer prefer- 
ences is no guarantee against falling 
on your face, of course. Look what 
happened to Chrysler a few years 
pack—and to Ford with the Edsel. 
But a survey of buyer preference is 
better than flying blind or using in- 
tuition in product design. 

Part of the reason for the buyer- 
preference approach is that it is dif- 
ficult to determine what customers 
would like in life insurance because it 
is difficult to get laymen to think 
accurately about a complicated matter 
such as life insurance. 


Expert Questioning Needed 


It would take a great deal of ex- 
pert questioning and analysis to find 
out what the public would like in 
life insurance that it is not now getting. 
But certainly one wanted feature 
would be flexibility—or a greater 
degree of it. The guiding principle 
should be, “Whatever the customer 
wants done, we’ll find a way to do it 
at a fair price.” It should not be, as it 
now so universally is, “We’ll do it only 
if competition forces us to.” I ran into 
a life insurance company president 
last month who actually said, “I am 
retiring in five years; so we are ini- 
tiating no programs that can’t be com- 
pleted in five years.” I’ve run into 
plenty over the years who have said, 
“It’s just too complicated. We’re mak- 
ing money with our present line. 
Why add something different?” 

To point up what I’m trying to get 
at here, let’s look at the problem a 
young man, physically fit and fully 
insurable, faces. Might not this 
young man, insurable and reasonably 
knowledgeable, say something like 
this: 

“Look, Mr. Agent, here’s what I 
want: I’m not married and I don’t 
know how soon I am going to be, so 
I don’t need much death benefit right 
now. I’m mainly interested in preser- 
ving my future insurability. I want a 
minimum of protection here and now, 
and a good, big investment element. 
But I want a provision in this policy 
that will jump my protection when I 
get married so as to give my widow 
a decent income if I should die. I 
also want a provision to jump the 
protection again at the birth—or adop- 
tion—of each child. 


Wants Variation With Income 


“Furthermore, those amounts I’m 
to have the right to buy in the future 
—I want them to vary in accordance 
with my income at the time, on a 
formula basis that will be written 
into the policy. 

“Then I want the right to pay you 
a larger investment premium any 
year that I have the money to do it. 
That will boost the value of my estate 
if I die before retirement and of my 
retirement income if I live. If you 
come out with a variable annuity or 
similar device that offers me a 
chance at more equity-flavor to my 
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investment element without serious 
sacrifice of investment security, I 
want the contractual option to. switch 
some of my investment premiums to 
it. 

“Naturally, I'll be able to borrow 
against my investment values in the 
event of an emergency. I certainly 
want disability waiver. But, more 
important, I also want disability in- 
come protection. What difference is 
there to my family if it loses my earned 
income by death than there is if by 
disability? The problem I face is loss 
of earned income. What causes the 
loss makes no difference to me. I want 
protection against it, not just against 
one cause of it. 


Why Go Cheap On Security? 


“T know all this will cost me plenty 
—but everything else I buy today 
does, too; so why should I single out 
my family’s security to try to go 


cheap on?” 
An indirect benefit of selling life 
insurance on something like the 


foregoing, lifetime, all-inclusive basis 
is that there would be enough incen- 
tive for companies to provide the kind 
of service that they only brag about 
today. It should be provided (and 
here’s where I lose my friends in the 
field) that an agent does not get his 
renewal commissions unless he actu- 
ally does the service work that he 
should do to keep the policyholder 
happy, familiar with the provisions 
of his insurance and hence twister- 
proof. (Any company man want to 
try to argue with me that the policy- 
holder does get constant service? Bet- 
ter not try. I own insurance in 23 of 
the finest companies of the United 
States. I can tell you some personal 
experiences—and one of them might 
be with your very own company) 

I hope the example has made clear 
that I think there are two major areas 
of obsolescence in most present-day 
policies: 

1. These policies do not attempt to 
“take the customer out of the market” 
(or make him a client, to put it in 
more cultured terms) by trying to 
supply him with complete lifetime 
insurance and retirement needs on 
the first sale. 

2. In too many cases, it is impossi- 
ble to add to presently owned policies 
or to modify them to make them do 
what presently-offered policies do. 
The excuse is often made that older 
policies contain desirable 
not found in newer policies. This is a 
hollow argument. If later develop- 
ments can’t really be added except at 
a loss to the insurer, then let a rea- 
sonable charge be made for their 
addition. Customers can understand 
the reasonableness of a fair charge 
for a benefit or service; they can see 
no reasonableness in a flat refusal. 
Refusal only adds to their impression 
that companies are stuffy—or given 
to sharp practices to keep an old 
policyholder from having features that 
have been as sales gimmicks. 

Since I have long been an advocate 
of the theory that life insurance and 
health insurance are one and the 
same in purpose—income protection 
—I cannot close without citing the 
area of health coverages as one of the 
most glaring examples of obsolescence 
in the business. The most flagrantly 
obsolete area of the life business is 
its health insurance products (or 
lack of them). Health policies written 
today are relics of the 19th century 
and are bastard adaptations of cas- 
ualty coverages. They are designed for 
policy-peddlers and for sale on a ba- 
sis that the career life agent is ashamed 
to use. Hence, he doesn’t write them. 





N. Y. State Assn. 
Saratoga Conference 


Program Released 


ALBANY—tThe problem of agency 
turnover will be explored at the an- 
nual conference of 
the General Agents 
& Managers Sec- 
tion of New York 
State Assn. of Life 
Underwriters, ~to 
be held Feb. 16-17 
at the Gideon Put- 
nam Hotel, Sara- 
toga Springs. 
Chairman for the 
conference 
is Charles E. Dri- 
mal, Penn Mutual 
Life, New York 
City. 

Charles G. Heitzeberg, vice-president 
in charge of agencies of Mutual Benefit 
Life, will act as moderator. 

Other speakers announced by asso- 
ciation headquarters are Paul W. Thay- 
er, assistant director of research of 
LIAMA, and John P. Cleaver of the 
J. P. Cleaver Co. Executive Institute 
of Princeton, N. J. Mr. Cleaver is a 
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fellow of the Society for the Advance- 
ment of Management. His firm has 
trained more than 1,800 executives in 
its eight courses. 


Estate Planning, Business 
Insurance Topics Will Be 
Discussed For Newark CLUs 


The Newark CLU chapter has in- 
augurated a new continuing educa- 
tional program on estate planning and 
business insurance for chapter mem- 
bers. 

At the first meeting, John S. Bach- 
eller and Douglas C. Wright, trust 
officers of Fidelity Union Trust Co. 
of Newark, discussed “A Trust Of- 
ficer Looks at the Case of Dr. Smith.” 
Other topics under discussion at 
future meetings, the speaker and the 
date are valuation of close corporation 
stock in estate planning, Arthur Wil- 
kins, CPA at the Newark office of 
Haskins & Sells, Jan. 17; subchapter 
S corporations, Harold Kamens, New- 
ark tax attorney, Feb. 14; professional 
corporations and other new develop- 
ments, Mr. Kamens, March 14, and 
life insurance in_ restricted stock 
options, Mr. Kamens, April 18. 
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LESLIE K. MAUPIN 


As further evidence of our consistent program of 
Regional Expansion, we are pleased to announce 
the appointment of Mr. Maupin as Regional 
Agency Director for the State of Texas. 
Mr. Maupin’s offices will be located at: 


4189 Bellaire Blvd., Room 291 


Phone: 713 Pa 3-1829 


Operating in: Arizona, California, Colorado, District 
Illinois, 
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nesota, Missouri, Montana, Nebraska, Nevada, North 
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Congressman Powell Is 
Head Of Seaboard 
Overseas Operation 


Seaboard Life has taken its first 
step in a program to expand company 
operations into overseas markets by 
establishing a new branch office in 
Rio Piedras, P.R., and at the same 
time has appointed Congressman 
Adam Clayton Powell of New York as 
director of all its overseas activities. 

Mr. Powell, who will operate out of 
the Rio Piedras office, will be res- 
ponsible for executing the company’s 
program for further expansion abroad. 

Samuel Kosman, Seaboard presi- 
dent, said, “Our plans for entry into 
additional overseas markets involve 
the entire Caribbean area, Central 
and South America, as well as other 
parts of the world. Our representatives 
are now working toward the estab- 
lishment of a Seaboard operation on 
the west coast of Africa. Within a 
short time we expect to be announc- 
ing the next step in this program.” 

In addition to servicing the Puerto 
Rican market, the new branch at Rio 
Piedras also will be headquarters for 
all future foreign oprations of the 
company. 

Named general agents at Rio Pie- 
dras are Ramon_.A. Ortiz and Luis A. 
Montalvo. Mr. Ortiz has been an ex- 
aminer with the Puetro Rico insur- 
ance department and for the past two 
years has been a broker concentrating 
on life sales. Mr. Montalvo has been 
a supervisor of John Hancock in 
Puetro Rico. 


Third Suit Filed In 
Lutheran Brotherhood 


Manaaement Fiacht 

MINNEAPOLIS—A third lawsuit 
has been filed in the Lutheran Brother- 
hood controversy between the present 
management and a group of insurgents 
who wish to oust President Carl F. 
Granrud. The latest action was brought 
by the management group and con- 
tends in effect that the insurgents 
misled convention delegates when they 
claimed that directors of the insurance 
society could be removed by a majority 
vote. 

Actually, the suit says, a two-thirds 
vote is necessary. The new suit asks 
the court to declare null and void the 
insurgents’ request for a special con- 
vention to vote on ousting the Gran- 
rud management. 

The management filed a suit last 
October asking that the insurgents 
produce delegate requests for a special 
convention or return them to signers. 
The insurgents came back in November 
with a suit for $100,000 charging Mr. 
Granrud and Vice-president John Lie- 
nemann with negiect of duty. 


Non-Emotional Aspects 
Of Sellina Are Noted 
At San Antonio Meeting 


The importance of non-emotional 
motivation in the selling interview was 
stressed by J. R. Martin, 2nd vice- 
president Massachusetts Mutual Life, 
in an address before San Antonio Assn. 
of Life Underwriters. 

Many agents, Mr. Martin pointed 
out, will have “none of the sob-stuff 
and no emotional trickery.” Some in- 
sist on selling only upon the basis of 
logic and reasoning. 

There are three basic motivational 
factors, the speaker said. The first of 
these is certainly enthusiasm—an en- 
thusiasm compounded of a sincere and 
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deep belief in the value of the service 
the life agent offers to his client. There 
is a contagiousness about enthusiasm 
which the agent should not overlook. 

The agent should not, however, let 
his enthusiasm drive him willy-nilly 
into an interview. He should always 
prepare, as it were, his enthusiasm so 
that when he confronts the client his 
enthusiasm can be directed into mean- 
ingful channels. 

The second motivational factor is a 
recognition on the part of the client 
that his future, like everyone’s, is 
always in doubt. He must be made to 
visualize the prospects of his immedi- 
ate family should he no longer be 
present to provide an income. An 
adequate income for the client’s re- 
tirement is also of importance. 

Those men who face facts are the 
ones who act, Mr. Martin stated. The 
agent should present the facts with 
as much clarity and emphasis as pos- 
sible. The client must be made to see 
that a small amount of money paid 
into policies today can mean a good 
deal of money tomorrow for a family 
without a breadwinner. 

The third motivational factor is at- 
titude. The agent must be seen as one 
fighting for a cause rather than as 
one fighting for personal profit. 


Silicosis Victim Wins 
WC Case 17 Years Later 


JEFFERSON CITY, Mo.—When Re- 
feree George Taff of Missouri work- 
men’s compensation division ruled last 
week that Alfred Enyard, 62, of St. 
Louis was entitled to compensation for 
a disability incurred as a result of si- 
licosis, which he acquired 17 years ago 
while working as a sandblaster for 
Scullin Steel at its St. Louis plant, it 
probably set a record as the longest 
case on record in Missouri for the time 
elapsed between the acquiring of an 
occupational disease and the filing of 
a total permanent disability claim un- 
der the state’s workmen’s compensa- 
tion law. 

The defendants found to be liable 
were Consolidated Underwriters of 
Kansas City, which carried the steel 
company’s compensation insurance at 
the time of Enyard’s employment. He 
had worked for the company from 1936 
until 1943 but did not become aware 
of the lung ailment until he consulted 
a physician and was told he had sili- 
cosis in 1960. 


One Year Time Limit 


Missouri’s compensation act provides 
that compensation claims must be filed 
within one year of the time that in- 
jury is “reasonably discoverable and 
apparent” to the victim. Enyard, 
through his attorney, filed his claim 
within one year from the time he con- 
sulted the doctor in 1960, and a hear- 
ing was held last September by Re- 
feree Taff. Medical testimony was giv- 
en that Enyard’s ailment stemmed 
from his exposure to the sand inhala- 
tion 17 years earlier than the date the 
trouble was made known to him. 

In his decision, Taff said that his 
verdict was based on Enyard’s average 
weekly wages during the last year of 
his employment by the steel company. 
He awarded the plaintiff $20 per week 
for 300 weeks and $7.87 per week 
thereafter for the remainder of his 
life. This is believed to have set a re- 
cord for time elapsed in any similar 
case on record. In the famed radiation 
cancer cases several years ago for girls 
who worked for a watch company the 
elapsed time before their claims was 
from 10 to 12 years. 


(CONTINUED FROM PAGE 1) 
bably did his cause more harm than 
any other facet of the case.” 

While Messrs. Silverstein and 
Sherman express disagreement with 
the weight that the circuit court gave 
to the defendant’s failure to point out 
that interest rates and the buyer’s in- 
come tax bracket could change in the 
future, it would be the better part of 
prudence for an agent to point out 
the possibility of such changes, they 
believe. 

“There is no reason why the agent 
should be precluded from stating his 
opinion as to the probable future 
course of interest and tax rates, and 
of the interest deduction,” they point 
out. “However, the insured should be 
made aware that the agent’s opinion 
is simply that—an opinion. Business 
men make daily decisions based upon 
the current tax structure, with the 
full knowledge that such structure 
may change. There is little reason to 
anticipate that prospective insured 
will not be willing to make the same 
decisions.” 


Regret Financial-Insurance Dicta 


“The most unfortunate aspect of 
the appeals court’s opinion, AALU’s 
counsel feel, was its attempted eval- 
uation of financed insurance without 
an adequate study of the problem. 

“There will be an unnecessary bur- 
den on those agents who sell financed 
insurance in situations in which such 
insurance is completely acceptable 
and overwhelmingly beneficial,” the 
AALU bulletin states. “An additional 
weapon has been placed in the hands 
of the opponents of financed insur- 
ance. 

“It is difficult to conceive of any 
court, including the ninth circuit, 
that would refuse to recognize that 
financed insurance has a place in 
insurance sales. Even the ninth cir- 
cuit recognized at least one instance 
where financed insurance could be 
sold, that is, the court admitted that 
wealthy persons might find financed 
insurance beneficial.” 

In this connection, the bulletin said: 
‘The court, whose function it was to 
resolve a dispute between two pri- 
vate individuals, decided to put bank 
loan insurance on trial. Based essen- 
tially on its assessment of the testi- 
mony of two individuals, Van Cleve 


. and Stoessel, the court decided that it 


had sufficient information to assess 
the totality of the field of bank loan 
insurance. 


“Too Little Information” 


“In the opinion of the undersigneds, 
the court had far too little informa- 
tion to make this assessment. Its 
dictum on this point was certainly 
not necessary to its resolution of the 
case. Furthermore, its critical evalua- 
tion of financed insurance leaves 
much to be desired. (The court may 
have ‘been on thin grounds when it 
criticized the amount of commission 
earned by an agent through the sale 
of financed insurance. The same $100,- 
000 policy does not offer one com- 
mission when sold through a finan- 
cing arrangement and another com- 
mission when sold without such an 
arrangement. The determination ot 
whether a policy possesses intrinsically 
beneficial or detrimental character- 
istics has no relationship to commis- 
sions. Furthermore, the amount of 
commissions to be paid on a policy is 
determined as a business decision 
between the life insurance company 
and the agent. How can the court 
substitute its own judgment? The 
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court also appeared to tie twisting t) 
financed insurance. If twisting is baq 
—and the court never really examineq 
that point in depth—it is [bad] com. 
pletely apart from insurance finap. 
cing. Furthermore, it is questionable 
whether Anderson’s actions constj- 
tuted twisting or even replacement.) 

“It may be that a bank financeg 
policy would be suitable for one jp. 
dividual and not for another, and, 
therefore, with respect to the second 
individual it would contain excessive 
‘hazards.’ The same_ considerations 
are true of any insurance policy. One 
policy may ke suitable for one indj- 
vidual although it is not suitable for 
second individual. The same thing 
can be said of almost any commodity 
—automobiles, houses, pin curlers, 
etc.” 


Based On Law Of Hawaii 


Discussing the scope of the decision, 
the bulletin notes that the ninth cir- 
cuit takes in Hawaii, where the case 
was originally tried, Alaska, Arizona, 
Nevada, California, Idaho, Montana, 
Oregon and Washington. 

“Because of certain technicalities 
and peculiarities of federal jurisdic- 
tion, the court was constrained to de- 
cide the case under what it conceived 
to be the law of Hawaii,” the bulletin 
points out. “Therefore, the decision 
would have direct application in the 
state of Hawaii. 

“Since the court of appeals was 
deciding an issue of first impression, 
i.e., a case for the resolution of which 
there is no judicial authority, its 
opinion will have a strong effect in all 
federal district courts in states within 
the jurisdiction of the ninth circuit. 
The court’s approach to the actual 
analysis and its assessment of govern- 
ing law will clearly serve notice to 
other federal courts within its jur- 
isdiction. 

“Decisions of United States courts 
of appeals carry great weight in 
courts, both federal and state, through- 
out the country. Although this opin- 
ion of the ninth circuit will not be 
binding upon most other parts of 
the country, it will undoubtedly carry 
great influence. 

“Therefore, as a summary guide- 
line it can be stated that the holding 
of the circuit court (1) will be dir- 
ectly applicable in Hawaii, (2) will 
be just a shade less pertinent through- 
out the jurisdiction of the ninth cir- 


Individual Life And A&S 
Sales Of Provident Mutual 
In Nov. A Company Record 


Provident Mutual Life’s production 
of new individual life and health in- 
surance business in November broke 
all company records for a_ single 
month. Individual life sales totaled 
$27 million, up 41%, and health in- 
surance premiums of nearly $60,000 
were 15% higher than November of 
1960. New business, including group, 
for the first 11 months amounted to 
$297 million in life sales and over 
$2.3 million in health insurance pre- 
miums. 





Philip J. Goldberg, general agent of 
Canada Life at New York, has again 
been named the company’s interna- 
tional production leader. Mr. Goldberg, 
who for several successive years has 
been Canada Life’s leading producer 


and international production leader, ; 


won the honor this year in the com- 
pany’s fall competition. 
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cuit, but will certainly be the govern- 
case throughout the circuit, and 
(3) although not binding on other 
courts outside the jurisdiction of the 
ninth circuit, it will be immensely 
persuasive with those courts.” 


AALU Filed Amicus Brief 


While taking no responsibility for 
Mr. Anderson’s personal actions, 
AALU filed an amicus curiae brief 
with the appeals court, its main aim 
being to persuade the court not to 
follow the trial court’s apparent view 
that Mr. Anderson owed a fiduciary 
duty to Mr. Knox. 

“Jf Anderson were in a relationship 
of trust and confidence with Knox, 
such that Anderson were considered 
to have a fiduciary responsibility to 








Knox, then Anderson could be held 
liable for any damages suffered by 
Knox through Anderson’s actions that 
were performed within the scope of 
the fiduciary relationship,” says the 
AALU bulletin. “It is quite obvious 
that on the fiduciary standard Ander- 
son could be held liable for almost any 
act which caused Knox damage, even 
if Anderson were not held negligent 
in the performance of the act. This is 
the standard upon which the respon- 
sibilities of trustees and attorneys are 
based. However, on the first [non- 
fiduciary] standard it would have to 
be found that Anderson intentionally 
attempted to defraud Knox before 
Knox could recover damages. This 
is the standard by which almost all 
commercial transactions are mea- 
sured. 

“The district court, in its opinion, 
did not clearly indicate the standard 
upon which it was holding Ander- 
son responsible. It could have been 
either one or both of the standards. 
This was the facet of the case that 
particularly concerned AALU, which, 
of course, held no brief for Anderson. 
However, it is obvious that if agents 
are to be held to strict fiduciary 
standards, life insurance sales, in the 
form we now know them, could not 
possibly exist. 


Court Recognized Ambiguity 


“In pursuance of this obvious re- 
alization, AALU submitted its brief 
to the court of appeals. The brief con- 
cluded with the following sentence: 
‘The law of misrepresentation, rather 
than the stricter standards of fidu- 
ciary obligation, should be utilized by 
the court in determining whether 
appellant’s conduct in the case at bar 
constitutes the basis for liability.’ 

“This court of appeals recognized 
the ambiguity in the district court’s 
opinion and specifically rejected a 
fiduciary standard. It accepted AALU’s 
submission that the law of misre- 
presentation was more than a suffi- 
cient basis upon which to decide the 
case. . . . Thus it is clear that there 
was a successful performance of the 
task set out to be accomplished by the 
AALU brief.” 

Here are some additional signifi- 
cant comments by AAU’s counsel: 

“Under the court’s holding, it would 
appear that an insurance’ agent 
who induces reliance by various state- 
ments will be held responsible for 
such reliance, even if the party to 
whom the statements are made makes 
no attempt to ascertain the truth. 
Note in this connection that although 
the court of appeals did not mention 
the fact, Knox was a graduate of 
Stanford’ University and was by no 
means illiterate or unknowing in the 





eader, ! 
com- 


ways of the world.” 

—“If Anderson had represented to 
Knox that the insurance program had 
certain benefits while he, Anderson, 
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knew that such representations were 
false, there would be no problem in 
finding that he made the represen- 
tations with fraudulent intent. How- 
ever, this fraudulent intent can also 
be found even if Anderson did not 
specifically know that his statements 
were false. It is merely necessary to 
find that he made such statements 
with a reckless disregard of whether 
they were true or false.” 


Made Concerted Effort 


—“If the facts are as stated in the 
opinion, it would appear that Ander- 
son made a concerted effort to induce 


reliance by Knox. It may well be that 
another court would find that Knox, 
as a mature human being, should 
have made his own assessment of the 
insurance program. Certainly situa- 
tions can be envisioned in which a life 
insurance agent puts himself forth as 
an expert, but does not do so in a 
manner which should cause the pros- 
pective insured to place sole reliance 
on the expert’s statements. Both 
obliquely and directly Anderson at- 
tempted to cut off Knox from addi- 
tional sources of information. Whether 
this should be sufficient to cause a 
court to find a right to rely, the 


15 


undersigneds are not prepared to an- 
swer. It is sufficient to state that, as 
a matter of law the (appeals) court 
did not render a startling opinion on 
this point.” 

Noting that it is impossible to ade- 
quately assess a decision within the 
first week after it is rendered, AALU 
counsel say it will take months, per- 
haps years of experience to fully 
understand its complete ramifications, 
and the present AALU bulletin can 
realistically be regarded only as the 
first step in the tentative evaluation 
of the Knox-Anderson case and its 
consequences. 
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Single-Premium Business Is Booming 


When LIAMA started a few months 
ago to issue premium collection fig- 
ures in various categories it became 
apparent that a tremendous volume of 
business is being done in a line of life 
insurance that is seldom heard about 
outside the textbooks: Single premium 
insurance. 

In October, the latest month for 
which figures are available, single pre- 
mium life insurance sales in the United 
States accounted for $21,223,000 in 
premiums, an increase of 12%. This 
was a vastly better increase than other 
first-year ordinary premiums, which 
in October were $81,158,000 for an 
increase of only 1%. 

Not only is this increase a thought- 
provoking phenomenon, but so is the 
fact that this 10 month total is equal 
to nearly 24% of the other first-year 
ordinary premiums for the period. This 
seems like a huge percentage, even 
allowing for the fact that single pre- 
miums are, by their nature, far greater 
per $1,000 than annual premiums. But 
even if we compare single premiums 
collected in the first 10 months with 
the total of all other first-year ordi- 
nary premiums plus all ordinary re- 
newal premiums we find that single 
premiums equaled 2.8% of this $7 bil- 
lion total—certainly a very respectable 
figure. 

Presumably this increase in the sale 
of single premium policies is. due to 
well-heeled folks looking for security 
and a degree of tax shelter. For some 
years the law has denied the interest 
deduction on money borrowed to pay 
premiums on single premium policies, 
but there is still tax incentive for 
people having money enough to buy a 
load of single premium insurance out- 
right. 

This rising sales curve for single 
premium policies indicates that there 
may be an overlooked source of sales 
among rich people, for agents who have 
the right contacts. But perhaps even 
more important, it indicates that quite 
a few people with money are not 
possessed of the notion that mutual 


funds and other equity investments 
are best places to put money. These 
people like what insurance has to offer 
and aren’t turning up their noses at it 
because it provides a guaranteed dol- 
lar return rather than the hope of 
rising yields to match rising living 
costs. 

At a time when permanent life in- 
surance is being raided on the argu- 
ment that its cash values should be 
used to buy a share in America’s dyna- 
mic economy, it is encouraging to know 
that in the first 10 months of 1961 
$196 million went into the most in- 
vestment-oriented life insurance that 
it is possible to obtain. We suggest 
bringing these figures to the attention 
of the next prospect who is so equity- 
minded that he insists on keeping his 
life insurance program unwisely close 
to a protection-only basis.—R.B.M. 





Personals 


Deane C. Davis, president of Na- 
tional Life of Vermont, has been se- 
lected by the Insurance Field as the 
recipient of its 1961 “man of the year” 
award in life insurance, made to the 
industry leader deemed to have made 
the greatest contribution to the busi- 
ness. 


Melvyn J. Huber of the Huber agen- 
cy of Mutual Benefit Life, New York 
City, recently found himself and his 
family involved in a TV thriller type 
of situation at their home in New 
Rochelle, N.Y. A burglar suspect had 
been seen “casing” the Huber home, so 
the police asked the Huber family to 
move out so the police could move in— 
and hide. The burglar got into the 
house and was grabbed as he was open- 
ing a drawer in the master bedroom. 


Andrew Levane of the Schmerge 
agency of Mutual Benefit Life in New 
York City, is taking time off from life 
insurance to coach the St. Louis Hawks 
basketball team, to help out his old 


friend, Ben Kemer, owner of the 
Hawks. Mr. Levane is a 15-year veter- 
an of.pro basketball and coached the 
Hawks when the club was based in 
Milwaukee. He was also coach of the 
New York Knickerbockers. He began 
selling life insurance full time in 1959 
and sold over a million in 1960 and 


1961. 
Deaths 


RAY WALKER, 41, former actuary 
of Lincoln Income Life, died of a heart 
attack at Austin. At the time of his 
death he was consulting actuary for 
the state of Texas, a position he as- 
sumed after having worked for Lincoln 
Income eight years. Before that he 
had been with Commonwealth Life. 





JAMES A. McGEE, 77, who retired 
12 years ago as Metropolitan Life man- 
ager at Quincy, Ill., after 43 years 
with the company, died at Granite City, 
Ill., where he had resided for the past 
six years. He had been ill for eight 
months. 


CLEO E. BAKER, manager at Jack- 
son, Mich., of Canada Life, died in 
Foote Hospital following a heart attack. 
Mr. Baker, who had announced his re- 
tirement as manager as of Jan. 1, had 
been with the company 26 years. He 
started at Lansing, Mich., and nine 
years later went to Jackson as manager. 
He was a past president of Lansing 
Life Underwriters Assn. and a charter 
member and the second president of 
Central Michigan CLU chapter. 


PAUL H. ROACH, who retired from 
American United Life last August 
after 40 years in home office agency 
department and agency management 
activity, died Christmas evening in his 
home at Sun City, Ariz. He was past 
president of Cleveland Life General 
Agents & Managers Assn., being a gen- 
eral agent there in 1933. 


American Life Of Ala. Will 
Help Raise Dallas Building 


Plans to participate in construction 
of a 31l-story financial center in the 
heart of downtown Dallas have been 
revealed by American Life of Birming- 
ham. Others who will participate in 
the $12.5 million project are Ling- 
Temco-Vaught, National Bank of Com- 
merce, Electro-Science Investors, and 
James H. Bond, Dallas businessman. 
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Ordinary Insured 
Death Rate Put At 
6 For Every 1,000 


The death rate among policyholders 
of ordinary life insurance is an es. 
timated 6.0 per 1,000 persons, a rate 
that has remained the same for the 
past four years but slightly lower 
than the 6.1 average recorded for the 
1950s, according to Institute of Life 
Insurance. 

In reporting the death rate experi- 
ence among policyholders, the institute 
noted that this year’s rate reflects 
long range general improvement in 
. the death rate, with further improve. 
ments taking place gradually over a 
period of many years. 

“A review of the causes of death 
through the years reveals that as one 
cause declines another mortality factor 
becomes prominent,” said the institute. 

“At the turn of the 20th century, 
respiratory infection was the leading 
cause of death. Infant mortality, the 
communicable diseases of childhood, 
tuberculosis, diabetes and pregnancy 
and childbirth mortality materially 
contributed to a higher death rate. The 
advances of medical science in reduc- 
ing the death rate from these causes 
have spared countless numbers of 
younger persons who, as they lived 
longer became susceptible to the de- 
generative diseases.” 

The degenerative diseases of the 
heart and circulatory system and can- 
cer account for about three out of four 
deaths among holders of ordinary po- 
licies. Diseases of the heart which ac- 
counted for 8% of all deaths in 1900 
are responsible for about 40% of an- 
nual policyholder deaths at the present 
time. 


Reimer A Pariner Of 
Bowles, Andrews, Towne 


John R. Reimer, a member of the 
Richmond office staff of Bowles, An- 
drews & Towne, actuaries and man- 
agement consultants, has been named 
a partner in the firm. 

Mr. Reimer, a fellow of Society of 
Actuaries, before joining Bowles, An- 
drews & Towne in 1955, was with Lin- 
coln National Life. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicago, Dec. 26, 1961 





Bid Asked 
$ $ 
PMI TIE iio ois 8 keine cede nae 142 145 
American General ............ 79% 82 
Beneficial Standard .......... 444% 47 
Business Men’s Assurance .... 100 105 
Cal.-Western States .......... 130 138 
Commonwealth Life .......... 60% 6342 
Connecticut General .......... 288 293 
Continental Assurance ........ 196 202 
Franklin Life ................ 140 145 
Great Southern Life .......... 139 144 
ME NO i irc eriakcaih e's x x weave 2 4742 «49 
Jefferson Standard ............ 93 96 
Liberty National Life .......... 98'2 100 
Life & Casualty .............. 38% 40 
Life of Virginia .............. 125 130 
Lincoln National Life ........ 179 183 
National L.&A. .............. 220 225 
North American, Ill. .......... 31 32% 
Ohio State Life ................ 83 86 
Old Line Life ................ 200 215 
Old Republic Life ............ 31 3242 
Republic National Life ........ 94 99 
Southland Life ................ 208 214 
Southwestern Life ............ 133 138 
Travelers 170s «175 
United, Ill. 85 8712 
U.S. Life 79%2 81% 
Washington National .... 86 89 


Wisconsin National Life 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Insurance stocks were uneven again last week. Selling to get gains into 1961 
accounts was completed before the final deadline of Dec. 22 and buyers who 
waited to the last minute for distressed offerings were disappointed. Buyers 
seemed to be nibbling again but important institutional buying was absent. 
There will be some selling now by those who want to defer gains for 1962 but 
there will be virtually no tax loss selling this week in insurance issues because 
there are so few losses to take. Proceeds of considerable tax-loss sales are being 
put into insurance stocks. 

Aetna Insurance gained strength as each day passed without a sign of inter- 
ference on the part of the N.Y. insurance department with its combination with 
Connecticut General. It closed Friday at 161 bid, up 4 for the week. C.G. was 
2 better for the week at 290 bid. Aetna Life bottomed out under heavy offerings 
at 14014 and closed at 142%. Travelers was 7 higher and Franklin Life re- 
covered 4%% from its latest sinking spell. 

Gulf Life which dropped about 4 points subsequent to the announcement of 
the purchase of the Murchison interest by Troy Post, developed strong buying 





interest and went back up 4 points to 48. Life & Casualty went into new high 
ground at 39. California-Western States Life, helped along by a friendly word 
by Moodys, advanced to 130. 

United Of Chicago, on announcement of a 25% stock dividend, went on 
up to a new all-time high of 85. Washington National was another strong 
Chicago issue, with important buying interest in Birmingham. It closed at 88, up 
3. Combined Insurance slipped down almost to the price at which it was recent- 
ly released in a big offering. Continental Casualty continued under selling pres- 
sure and Continental Assurance was weaker. All-American Life & Casualty 
retreated 5 after reaching 32. 

Employers Reinsurance was in demand at 85 bid on announcement of a 
proposed 20% stock dividend, and Crum & Forster was favored after its 2% 
stock dividend. Am. Re-Insurance recovered 8 points from a recent fast selloff. 

Ohio State Life was wanted and offerings were scarce as it looked more and 
more as if its program with Columbus Mutual would be consummated. The 
stock was 86 bid Friday. Am. States of Indiana has been quietly advancing 
with little stock available. It reached the mark of 34. This is about 10 points 
above where it was when the common stock was revamped to eliminate the 
difference between the voting and non-voting shares. 

American Insurance was a strong spot in the fire-casualty list, up 2 for the 
week. Employers Group was down 2 and Federal was off 3. Hanover was up 
1% and Hartford lost 2 more. North America was minus 2, Jefferson Standard 
continued to be reactionary and at 93 was 41%4 lower. Monumental Life toppled 
9 points. National Union was up 3, perhaps on the announcement that it is 
going to enter the life insurance field. New Hampshire was off 3. 

Phoenix Insurance was mentioned by Standard & Poors as possible insur- 
ance stock of the year for 1962. It was up 1 for the week. 

Republic National Life recovered 5 points and Southwestern Life regained 
some ground lost. . 

Home Protective, owning Home Life of Philadelphia, which had been in 
a rut of 65 bid throughout the year, came to life with bids of 75. This issue 
rarely trades but stock showed up at 80 or so. 





Lewis Shaw Resigns As Western & Southern 
Mass. Mutual PR Head, Has New Ordinary 
Opens Counseling Firm Portfolio Ready 


Lewis A. Shaw has resigned as 
public relations manager of Mass- 
achusetts Mutual to establish his own 
public relations counseling firm, Lew- 
is A. Shaw Associates. Mr. Shaw is 
presently serving a group of clients 
and plans to open an office in Spring- 
field, Mass., early in 1962. 

Mr. Shaw joined the advertising 
department of Massachusetts Mutual 
in 1949. He was named head of the 
company’s newly created public rela- 
tions section in 1954 and was promoted 
to manager in 1957. 


LOMA Roster Distributed 


The 1962 roster of Life Office Man- 
agement Assn. has been distributed to 
member companies. The 80-page di- 
rectory is the largest ever published 
by the association. 

The new roster lists members alpha- 
betically and geographically, and 
shows their presidents and LOMA 
principal and educational representa- 
tives. It also contains the names and 








company affiliations of officers and 
directors and details the functions and 
lists the members of 20 standing and 
special committees. Also included are 
the names of LOMA’s executive and 
administrative staff. 
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Western & Southern Life has adopted 
a wholly new and modernized ordinary 
life portfolio effective Jan. 1. 

The portfolio is comprised of two 
series of policies: The economy with a 
minimum amount of $5,000 and the 
security with amounts of $1,000 to 
$4,899. 

Features of the new portfolio are: 

—Quantity discount. This means a 
savings in premiums of $1.50 per $1,000 
of insurance after the first $5,000 on 
all policies in the economy series. 

—Age last birthday. All policies in 
the economy series, security series and 
all A&S plans will be issued at age last 
birthday. Western & Southern is the 
only combination company to issue all 
insurance on age last birthday, the 
company having made this change in 
its weekly premium plans in April of 
1961. 

—Accidental death to age 70. In both 
the economy and security series this 
benefit has been extended to age 70 
from 65. 

—tTriple indemnity. Benefits have 
been broadened in both series to in- 
clude triple indemnity for common 
carrier, taxicab or school bus accidents. 
This improvement is retroactive to all 
previously issued ordinary policies 
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which contain the accidental death 
benefit. 

The new portfolio also includes: The 
executive economy 25, a flexible plan 
issued for a minimum of $25,000; the 
refund commander 20, a plan that 
guarantees a refund of all life pre- 
miums in addition to the payment of 
the face amount should death occur 
within the 20 year premium payment 
period; the ladies economy exclusive, 
especially designed for the career wo- 
man as well as the housewife, and the 
educational accumulator which pro- 
vides life insurance on the father and 
educational funds for the child. In ad- 
dition, all other plans, including the 
economy protector and family plans, 
have been modernized and improved. 

Premiums, cash and nonforfeiture 
values in both series are based on the 
1958 CSO table. 

Other highlights of the new port- 
folio are the new dividend illustrations, 
and new cash values. The interest fac- 
tor on dividends left to accumulate has 
been increased to 314% 

Offers New Endowment Policy 

Beneficial Standard Life is intro- 
ducing an endowment at age 90 plan 
designed for the business man or 
young married man who feels he would 
like cash available for emergency 
needs. 

The “Estate Builder” provides sub- 
stantial cash values in the second and 
third year. The interest rate for policy 
loans is 5% on the first $1,000 and on 
4% the excess of $1,000. 

‘The program is an endowment at 
age 90 plan when sold to a man and an 
endowment at age 93 plan when sold 
to a woman. Men between the ages of 
20 and 65 and women between 23 and 
65 are eligible. 








i 


Ground-breaking ceremonies were 
held recently for the fifth office build- 
ing to be built by Equitable Society in 
Pittsburgh’s Gateway Center. To be 
known as the IBM Building, the 13- 
story structure will house the Pitts- 
burgh offices of International Business 
Machines on the first four floors. The 
$5 million structure will be unusual in 
that its steel framework will form its 
diamond-grid exterior. 
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Active Committee Of | 
Boston Assn. Bears 
Down On Replacers 


BOSTON—Four recent cases han- 
dled by the business standards commit- 
tee of the Boston 
Life Underwriters 
Assn. were de- 
scribed in “Signs 
of Life,” associa- 
tion publication, to 
show how the 
committee oper- 
ates. W. Eugene 
Hays, New Eng- 
land Life, is chair- 
man. 

Case No. 21.— 
An insured com- 

W. Eugene Hays plained that he 
was persuaded to surrender a six-year- 
old policy in order to buy a family plan 
policy, although he was recently mar- 
ried and had no children. He contended 
that the agents had misrepresented the 
transaction, and he requested that his 
original policy be reinstated and the 
premiums he had paid on the new pol- 
icy be refunded. 

The committee investigated the case 
thoroughly and found that the agents 
had taken advantage of the insured’s 
ignorance and had, by using mislead- 
ing statements, persuaded him to act 
against his best interests. A written 
memorandum of the committee’s find- 
ings was sent to the president of the 
company that had issued the new pol- 
icy. Within 10 days the insured re- 
ceived a full refund of the premium he 
had paid and his original policy was 
reinstated. “It is interesting that the 
insured had not obtained the relief he 
requested when he appealed to the in- 
surance commissioner,” the committee 
commented. 


One Company, Two Complaints 


Cases Nos. 15 and 23.—These cases 
were similar in that they were both 
complaints against the same company. 
Both individuals had signed long-term 
notes for life insurance, the terms of 
which they contended were misrepre- 
sented to them. The business standards 
committee found that the complaints 
were justified and had the notes re- 
turned to the complainants. “We are 
watching this agency’s activities care- 
fully,” the committee notes. 

No. 17—An association member com- 
plained that his policyholder was be- 
ing persuaded to surrender a large line 
of life insurance and use the cash to 
replace this insurance with another 
company. The committee was fur- 
nished with photostatic copies of the 
proposal that was used to motivate the 
replacement. After a complete investi- 
gation, including an interview with the 
accused agent, the committee found 
that there were four major misstate- 
ments of fact in the proposal, in addi- 
tion to omission of pertinent informa- 
tion. The committee concluded that 
misrepresentation existed and has rec- 
ommended suspension of the offending 
agent’s membership in the Boston Life 
Underwriters Assn... NALU and the 
Million Dollar Round Table. More than 
50 hours were spent in investigating 
this case. 





Midland National Reports 

Midland National Life reports new 
business for the four month period 
ending Nov. 30 amounted to $33.3 mil- 
lion, exceeding the same period last 
year by 26%. Business in November 
amounted to $8.8 million, exceeding 
the same month last year by 31%. 
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Answers To Questions Given By CLU 


late 50s. His wife is dead and he has 
no children—only distant relatives. He 
would like to leave his business to his 
college, but the college couldn’t very 
well run it, and it wouldn’t bring much 
on a liquidation sale. 

He has a life insurance policy that 
was originally payable to his wife. He 
has offered to sell this policy to me, for 
its present cash value, then enter into 
an agreement that I will buy the busi- 
ness at his death. In that way, his 
estate will be able to make a bequest 


~ 


(CONTINUED FROM PAGE 12) 
want your family to have, if you die 
before you’ve had time to accumulate 
it, you’ll do well to follow the example 
of the real pros and stick with the 
permanent insurance program you’ve 
started. Then, if you have some extra 
money, no one can criticize you if you 
buy a piece of our expanding economy 
—either through a mutual fund, or by 
direct investment in businesses you 
believe will grow. 

QUESTION: My employer is in his 


WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 


t in advance. 
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A CAREER IN INSURANCE MANAGEMENT 
LIFE, A&H, HOSPITAL-MED-SURGICAL 


Are you currently working in an insurance company where advance- 
ment comes, but E-V-E-N-T-U-A-L-L-Y? 

Do you have management aptitudes and talents which are not being 
fully utilized in your present job? 

Do you believe yourself capable of supervising the work of others as 
an Assistant Manager or Department Manager, but have been unable 
to demonstrate this ability because of lack of opportunity? 


If you have college background and management potential, we need 
you now! We are a young, rapidly expanding Southern California Com- 
pany with middle management positions available now or in the near 
future in the following areas: 


Policyholders Service 

Underwriting 

Premium kKecords and Accounting 

1.B.M. Statistical and Methods 

General Accounting 

Agency Service or Accounting 

Personnel and Employee Relations 

Sales Promotion, Company Magazine 

Claim Adjusting 
We want self-starters, capable of encouraging and d’recting others. 
We offer opportunity, rapid advancement, and executive training for 
those who qualify. 
Write in confidence, enclosing a complete resume with full historical 
background to President, Box C-84, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 























OPPORTUNITIES IN EUROPE 


Company-financed agency in Europe needs sev- 


ATTENTION, ATTORNEYS! 


For the attorney who has an intense in- 


to the college, and I would own the 
business. 

I understand that I can borrow 
enough on this policy to pay him, an 
I could manage to pay the premiums 
and interest; but what would be left 
would be only about enough to buy 
the business. If I make this deal, and 
he dies, will I have any tax to pay on 
the net money from the policy? 


ANSWER: Yes, the difference be- 
tween what you had paid for the policy 
(your payment to your employer and 
any premiums you pay)and what you 
received from the policy would be tax- 
able to you as regular income. 

This would not be the case if you 
and your employer were partners, and 
you purchased a policy on his life— 
even though the circumstances were 
otherwise the same. 


Extra For American National 

American National’s quarterly divi- 
dend payable Dec. 15 contained an 
extra dividend of two cents per share, 
bringing the total paid in the last quar- 
ter to 6 cents and the total for the 
year to 20 cents per share, 25% greater 
than for 1960. 


Actuary Discusses Actuaries 

Detroit Life, A&S Claims Assn. 
heard at its November meeting Alvin 
Borchardt, Detroit actuary, on “What 
is An Actuary, and What is His Rela- 
tion to the Claim Department?” 





ASSISTANT 
CONTROLLER 


Excellent opportunity for man with a minimum 
of ten years experience in various aspects of 
accounting in life insurance. A college degree 
(CPA desirable) and the ability to direct the 
activities of a large staff in varied accounting 
operations are required. Responsibilities will be 
primarily administrative accounting, including 
the preparation and interpretation of analytical 
reports, internal auditing, taxes, etc. This posi- 
tion reports directly to the Controller of a large 
Midwestern life insurance company. Please send 
resume with salary requirements to C-88, Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








terest in estate planning, taxes, and 
business insurance—and—who is sales- 
minded in his interpretation of our tax 
laws, regulations, and rulings—and— 
who has the ability to write clearly and 
creatively—this is one of the truly fine 
opportunities connected with the life 
insurance industry. 


Age?—Preferably under 45. Experience? 
Home office advanced underwriting de- 
partments or consulting work. Income? 
We'll be glad to discuss it. Future? Ex- 
actly what you make it. 


You are at liberty to tell The National 
Underwriter cf any organization to 
which you do not wish your reply to 
be forwarded. 


Please send biographical sketch and re- 
cent photograph to C-80, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 





eral top-flight life salesmen. Agency now has 
seven full-time men in Germany who wrote a 
total of over $800,000 during November. Cash 
for transportation, car, living expenses advanced. 
Training supervision directly under one of the 
most successful General Agents in Europe. In- 
comes up to $30,000 not uncommon among 
American life insurance men in Europe. Com- 
pany recommended by Best's. Promotion to area 
manager can be swift. Openings in Germany, 
Spain, Italy, The Netherlands, Great Britain. 
You need a year's experience and recommenda- 
tion from your present company. For details 
write in complete confidence to: 


International Division 
Box C-93, 

c/o National Underwriter, 
175 W. Jackson Blvd., 
Chicago 4, Ill. 





ACTUARY 


for consulting firm in Midwest, We need 
an experienced Fellow (or Associate) to 
assume direction of our Insurance Com- 
pany Management Department. Liberal 
starting salary, good employee benefits, 
eveniual ownership in business. Replies will 
be held confidential. Our staff knows 
about this advertisement. Write C-92, Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








TOP BOND 
EXECUTIVE POSITION 


Full charge of new Bond Department of long 
established insurance stock company operating 
coast to coast, in Alaska and Hawaii. Excellent 
opportunity for a man experienced in all 
branches of the bond business. Good salary, 
fringe benefits and association with a well es- 
tablished and well regarded company with un- 
limited growth potential. Send resume to C-65, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 











HOME OFFICE EXECUTIVE 
RETIRING TO FLORIDA? 


If you are interested in a part time or 
consulting position pl tact—R. Kirk 
Landon, President of American Bankers 
Life Assurance Company of Florida, Miami, 
Florida, 














CHIEF A & H UNDERWRITER 


Excellent opening and future in well established 
Midwest Life company for man under 45 with 
ten yecrs experience in A H_ underwriting 
(non-can loss of time and curranteed renewable 
hospitalization). Write Box C-82, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill., stating qualifications. Replies 





confidential. 





POLICYOWNERS SERVICE 
MANAGER 


Quarter billion Midwest Life and A & H 
company has immediate attractive open- 
ing for a man experienced in both Life 
and A & H. Prefer background of field 
training. All replies confidential. Send per- 
sonal resume and salary requirements to 
Box C-81, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Mo. Groups Hassle Ove; 
Credit Life Regulation 


JEFFERSON CITY—Conflicting fac. 
tions debated the need for adequate 
laws in Missouri to regulate credit life 
in a hearing before an interim Mis. 
souri legislative committee. 

Unscrupulous companies are guilty 
of many abuses in connection with the 
issuance and placement of credit life, 
according to D. Stanley Stuart, St. 
Louis, who represented Missouri Assn, 
of Life Underwriters. He accused some 
lenders of charging excessive rates for 
this type of coverage. Missouri is one 
of the few states without laws govern- 
ing group insurers, which handle most 
credit life in the state, he pointed out. 
Consequently, there is nothing to stop 
a company from charging anything it 
wishes if it is not controlled by the fj- 
nance commissioner. As a result, some 
insurers are paying up to 85% commis- 
sion to lenders and their agents selling 
credit life. 

Representatives of Missouri Bankers 
Assn. and Missouri Consumer Finance 
Assn. asserted that the regulations 
promulgated by the finance commis- 
sioner were adequate to prevent exces- 
sive rates for credit life. 

Layton Pickard, Missouri finance 
commissioner, testified that present 
regulations of his department are suffi- 
cient as far as banks and most loan 
companies are concerned. He main- 
tained that no lenders under his juris- 
diction are charging more for life in- 
surance than the equivalent of a 2% 
annual rate, which is the maximum 
authorized by the state’s consumer 
credit act. However, he admitted that 
many lenders not under his jurisdiction 
are widely abusing the law. Principal 
offenders are companies lending money 
for automobile purchases. 

Commissioner Pickard recommended 
that the law be changed to place lend- 
ers under his jurisdiction or that of 
Missouri division of insurance. Recent 
efforts by the commissioner to regulate 
some of the lenders have been stopped 
by injunction proceedings brought 
against him in Cole County circuit 
court. There has been no final disposi- 
tion of that litigation. 

At the conclusion of the hearing, 
Rep. M. E. Bauer, Kansas City, vice- 
chairman of the committee, said that 
more testimony would be taken with 
respect to credit life. He said, “I un- 
derstand some lenders are charging 
1%, some 2% and some whatever they 
can get. If this is true, we should cor- 
rect the state law.” 


LIC Backs NAIC Resolution 
On Replacements, Urges 


Broadest Dissemination 


RICHMOND—The officers and ex- 
ecutive committee of Life Insurers 
Conference, at a special meeting in 
New York City, unanimously endorsed 
the resolution with respect to replace- 
ment that was adopted by National 
Assn. of Insurance Commissioners at 
its recent meeting in Dallas. The re- 
solution was reported in THE NATIONAL 
UNDERWRITER for Dec. 23. 

In a special letter to LIC members, 
its governing body urged each individ 
ual company to reproduce the resoiu- % 
tion in its company publication, for 
use in premium notice stuffers, post- 
ing on the bulletin boards of com- 
pany offices or any other use that will 
give it wide distribution. ( 

The letter emphasized that this posi- 
tion is consistent with the historical | 
policy of LIC, in that one of the cor- 
nerstones of its founding, in 1910, 
was to “curb the twisting of business.” 
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the Back P. age 


LIFE INSURANCE EDITION 


An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


THAT WONDERFUL, 
GENTLE COMPULSION 





IGH ON THE LIST of the valuable services of life insurance is 
the wonderful and gentle compulsion for thrift it affords. 


That service is desperately needed by most men and women. 
It is one for which most of us search constantly. It is one which 
almost all men and women ardently desire. And yet, strangely, 
it is a life insurance benefit of which we are prone to speak all 
too seldom, and to emphasize all too little. 


So deep-rooted is the acquisitive instinct, so fundamental in 
every human breast is the desire to save money, that virtually 
every man and woman thinks, plans, and speaks constantly of 
“doing something about saving money.” Rare is the man who 
has not started three or four savings accounts—or a dozen. Rare 
is a list of New Year’s resolutions which fails to include a new 


determination to save. 


But such is the persuasiveness of modern advertising and 
merchandising, such are the demands upon us and upon our 
budgets, and such is the frailty of human nature, that few men 
succeed in saving money consistently over any long period of 
time except through life insurance. 


Most of us have learned through bitter experience that 
most plans of saving money are pretty largely “put and take” 
propositions. 


Most of us have learned from bitter experience that most 
savings accounts are, in truth, expense accounts. We save a little 
money from week to week or month to month until we are 
confronted with some unusual or non-recurring temptation to 
spend ... and down goes the balance to $1.00, perhaps to be 
rebuilt slowly and painfully, or perhaps to stay at the dollar 
level for eternity. 


An aside to myself: I wonder how many $1.00 
savings account balances I have lying around these 
United States? More than one, I am certain... Maybe 
half-a-dozen! 


ES, ONE OF THE CARDINAL VIRTUES of life insurance is its gentle 

compulsion, so desperately needed by so many of us. And it 
is surely a fact that many men and women are especially attracted 
by this particular benefit we have for sale. For most human beings 
realize—whether or not they acknowledge it to themselves—the 
frailty of human nature and the need for an aid to thrift. Realizing 
this need, millions of men and women have been encouraged to 
purchase life insurance by the knowledge that its long-term 
nature, its requirement of periodic deposit of fixed amount, its 
definite objectives, all help the life insurance policyowner to save 


American General Life Insurance Company 


H ton. Texas 


money which otherwise would in most cases never be saved. 


Speaking for myself, one of the things I like most about 
my life insurance policies is that they have helped me, indeed 
forced me, to save money which otherwise might have slipped 
through my fingers. Basically, the reason is simple and conclusive: 
since my life insurance is primarily for the benefit of my family, 
and only secondarily for my own benefit, I must keep it in 
force at all times. 


Because I w'on’t let my family down, I don’t let myself down! 


Because I must make premium deposits for their benefit, I 
do make premium deposits which redound ultimately to my 


own benefit. 


Gpeerues WHEN YOU WANT some interesting food for thought, 

take a look at your bundle of life insurance policies, and 
ask yourself, "How much of those aggregate cash values would 
I have saved, had I not owned these policies? What proportion 
of the premium deposits which I have made—many of them by 
the skin of my teeth, many of them on the last day of grace— 
how much of those premium deposits would I have set aside in 
a savings account, but for these policies! How much would I 
have saved were it not for the happy fact that life insurance 
wraps up in one package my hopes for my family’s security and 
my hopes for my own financial progress, and thus virtually forces 


me to save?” 


If you are a typical American, and if you are honest with 
yourself, the answer is “mighty little!” 


When you have deposited $100 a year for ten years and 
have accumulated a $700 or $800 cash value, don’t fret about 
the cash value being less than the total deposited. Quite aside 
from the fact that the life insurance protection enjoyed was a 
bargain for $200 or $300, how much of that $700 or $800 would 
you have, but for the wonderful compulsions of life insurance? 


* * * 


ES, THRIFT NEEDS A PLAN, and life insurance offers it. Empha- 

size in every interview, I beg you, the value of that wonderful, 
gentle compulsion which has enabled millions of Americans to 
save billions of dollars which otherwise would have been spent, 
not saved. 


Best wishes, 





Insurance in Force December 1, 1967. . . . $1,935,000,000 x 
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The PENN MUTUAL ae Ba your future? 


Penn Mutual opportunities go to Penn Mutual men, so 
it’s smart to think about a future with The Penn Mutual. Here you can get specialized training and education 
in all phases of life insurance selling ... here you can select the field which appeals to you most—direct sales, sales 
supervision or General Agency work. Because The Penn Mutual knows the success of its underwriters is the success 


of the Company, your future is bright at The Penn Mutual. 


Tye PENN MUTUAL LIFE INSURANCE COMPANY ttoceencence sovare, pruavecenia 














